GLENN D. BOUSEMAN 


In December 1942 Glenn 
Bouseman signed his 
contract to represent the 
Franklin in the small 
college community of 
Normal, Illinois. 
(Population 6,983) 
Previously he had been a 
school teacher, and later 
(for 5 years) a salesman on 
the road. 


Here is his ten year record 
of cash earnings as a 
Franklin representative: 
1943 


(Part of 1943 was spent in 
military service.) 


F-oeoNATIONAL, 
/ UNDERWRITER 


Like IrAurance Edition. 


“The Warm Personal Interest 
Taken in the Field Man” 


April 25, 1953 
Mr. Francis J. O’Brien, V.P. 
The Franklin Life Insurance Co. 
Springfield, Illinois 


Dear O’B: 

When I joined the Friendly Franklin I was skep- 
tical about the amount of money I was told I could 
earn. I had been selling for a large corporation whose 
name is a household word and was considered by the 
sales manager as a successful salesman. But due to 
the expendable attitude this company had toward 
its salesmen, I was neither well paid nor recognized 
as an individual of any importance. 


A salesman, not connected with the Friendly Frank- 
lin, cannot possibly realize the warm personal inter- 
est taken in the field man by President Becker and 
the Home Office staff. Even though I greatly appre- 
ciate the exclusive Franklin contracts and my liberal 
commission earnings—I get greater satisfaction out 
of President Becker’s attitude that I am not merely 
an “expendable.” 

I am well acquainted with many high class life 
underwriters, but I seriously doubt that any of them 
find the satisfaction in their work, and the pride in 
their companies, that I do in mine. 


To be a Franklinite is, in my judgment, indeed the 
highest achievement any insurance salesman may 


attain 
Respectfully, 


Glenn D. Bouseman 


The Friendly 
FRANKLIN LURE couraxy 


CHAS. E. BECKER, PRESIDENT 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 188% 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Over a Billion Three Hundred Fifty Million Dollars of Insurance in Force 
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For. ANNUITIES check CM 


SIR PLUS savs. 


returns . . 


Example: 


“CM has a wide range of annuity plans . . 


Single Premium Installment Refund Annuity 
Male — Age 65 

$4.84 monthly income per $1,000 of premium 

Other plans give correspondingly favorable yields 
















@ Single Premium Annuity without refund 
@ Single Premium Annuity with installment refund 
®@ Single Premium Annuity with 10 years certain 


@ Single Premium Joint and Survivor Annuity 
without refund 


@ Single Premium Deferred Participating Annuities 


Broad range of deferred periods and ma- 
turity ages — three income options available 


@ Annual Premium Annuities 


Annuity income available under a variety 
of options and at various maturity dates 





LIFE INSURANCE COMPANY + Yarlferd 


giving excellent 
. and all available to surplus writers.” 









Y For facts, figures and proposals, call the nearest CM general agent 


Albany 1, N. Y¥., James T. Purves, 75 State St. 
Albuquerque, N. M., Timothy B. Ingwersen, 
121 East Tijeras Ave. 
Atlanta 3, Ga., P. L. Bealy Smith, 
Citizens & Southern Bank Bldg. 
Baltimore 1, Md., Thomas W. Harrison, Jr., 
307 North Charles St. 
Birmingham 3, Ala., Stewart H. Welch, Jr., 
Brown-Marx Bldg. 
Beston 9, Mass., Winslow S. Cobb, Jr., 50 Congress St. 





Beston 9, Mass., Kob't. B. Whittemore, 82 Devonshire St. 


Bridgeport 3, Conn., Harry E. Duffy, 
Bridgeport-City Trust Co. Bldg. 
Buffalo 2, N. Y., Jack O'Bannon, Liberty Bank Bldg. 
Charlotte 2, N. C., Philip F. Howerton, Johnston Bldg. 
Chicago 3, l., Robert E. Florian, 39 South LaSalle St. 
Chicago 2, IL., Henry C. He aken, 1 North LaSalle St. 
Chicago 3, Ill., James F. Ramsey, Field Bldg. 
Cincinnati 2, O., James H. Farrar, Carew Tower 
Cleveland 14, O., Harry H. Kail, Leader Bldg. 
Celumbus 15, O., Victor K. Miller, Beggs Bldg. 
Dallas 1, Tex., Everett F. White, 107 North Field St. 
Davenport, la., Paul C. Otto, Davenport Bank Bldg. 
Decatur, Ill., W. Pobert Moore, Citizens Bank Bldg. 
Denver 2, Colo., Norris E. Williamson, 
U. S. National Bank Bldg. 
Ides Moines 9, la., Sherry RK. Fisher, Fleming Bldg. 
Detroit 26, Mich., Charles E. Stumb, Nat'l Bank Bldg. 
Erie, Pa., James J. Reid, Palace Bldg. 
Fert Worth 2, Tex., Thomas N. Moody, 
W. T. Waggoner Bldg. 
Grand Rapids 2, Mich., Herbert C. Remien, 
Association of Commerce Bldg 
Harrisburg, Pa., Joseph J. H. Richter, Jr., 
Payne-Shoemaker Bldg. 
Hartford 3, Conn., Ralph H. Love, 75 Pearl St. 
Heuston 2, Tex., The Shepherd Agency, Esperson Bldg. 








Huntington 9, West Va., K. Homa Houchin, 
First Huntington Nat'l Bk. Bldg. 
Indianapolis 2, Ind., Claude C. Jones, 
1812 North Meridian St. 
Jacksonville 2, Fla., Vietor W. Wilson, Lynch Bldg. 
Kansas City 6, Mo., Edward B. Bates, 
1016 Baltimore Ave. 
Knoxville 12, Tenn., Harry M. Watson, 
Hamilton National Bank Bldg. 
Long Beach 12, Calif., C. Carter Schneider, 
F. & M. Bank Bldg. 
Los Angeles 5, Calif., Melzar C. Jones, 
3440 Wilshire Blvd. 
Los Angeles 17, Calif., William H. Siegmund, 
609 South Grand Ave. 
Louisville 2, Ky., Moss & Moss, Starks Bldg. 
Memphis 3, Tenn., A. V. Pritchartt, Sterick Bldg. 


Miami 32, Fla., F. R. Anderson, Pan American Bk. Bldg. 


Milwaukee 2, Wis., Kenneth W. Jacobs, Bankers Bldg. 
Minneapolis 2, Minn., Frank J. Lynch, 

Northwestern Bank Bldg. 
Nashville 3, Tenn., Norris Maffett, 814 Church St. 
Newark 2, N. J., Edward C. Jahn, 

The Commerce Court Bldg. 
New Orleans 12, La., Thomas F. Barrett, Jr., 

Factors Bldg. 
New York 6, N. Y., The Fraser Agency 

J. M. Fraser, G. A., 149 Broadway 
New York 17, N. Y., Paul L. Guibord, 6 E. 45 St. 
New York 17, N. Y., Horace S. Jenkins, Jr., 17 E. 42 St. 
New York 17, N. Y., Halsey D. Josephson, 527 Sth Ave. 
Norfolk 10, Va., D. Conrad Little, Royster Bldg. 
Oakland 12, Calif., James L. Taylor, 1404 Franklin St. 
Oklahoma City 2, Okla., Robert H. Carter, 

Republic Bldg. 
Omaha 2, Neb., Paul C. Kaul, 405 S. 16th St. 


Peoria 2, Il., Chester T. Wardwell, Cent. Nat'l Bk. Bldg. 
Philadelphia 3, Pa., John C. Knipp, Jr., Architects Bldg. 


Philadelphia 3, Pa., Vernon S. Mollenauer, 

1616 Walnut St. 
Pittsburgh 19, Pa., Robert N. Waddell, Koppers Bldg. 
Portland 3, Me., Richard M. Boyd, 415 Congress St. 
Portland 4, Ore., The Merrifield Agency, Equitable Bldg. 
Providence 3, R. I., Walter K. R. Holm, Jr., 

Industrial Trust Bldg. 
Raleigh, N. C., William T. Beaty, Security Bank Bldg. 
Richmond 5, Va., J. Robert Nolley, Insurance Bldg. 
Rochester 4, N. Y., Robert M. Williamson, 

Lincoln-Alliance Bank Bldg. 
Rockford, Ill., Francis P. Beiriger, 

Rockford News Tower 
Rutland, Vt., William C. Shouldice, Mead Bldg. 
St. Louis 1, Mo., Jack Hensley, Arcade Bldg. 
St. Paul 1, Minn., Joseph A. Diefenbach, 

Pioneer Bldg. 
Salt Lake City 1, Utah, Max S. Caldwell, Judge Bldg. 
San Antonio 5, Tex., G. Archie Helland, 

Frost National Bank Bldg. 
San Diego 1, Calif., Alpheus J. Gillette, 

1407 Sixth Ave. 
San Francisco 4, Calif., Edward H. Dieckhoff, 

315 Montgomery St. 

Seattle 1, Wash., Edward U. Banker, 

1411 Fourth Ave. Bldg. 
South Bend 1, Ind., P. A. Hummel, 527 Sherland Bldg. 
Spokane 4, Wash., Thomas R. Carey. Med. Cent. Bldg. 
Springfield 3, Mass., Wallace C. Brunner, 95 State St. 
Syracuse 2, N. Y., Limon E. Styles, Heffernan Bldg. 
Toledo 4, Ohio, Floyd A. Rosenfelt, United Savings Bldg. 
Utiea 2, N. Y., Frank H. Wenner, 

Utica Gas & Electric Bldg. 
Washington 5, D. C., John Lister McEIfrest 

Woodward Bldg. 
Wichita 2, Kan., O. Lynn Smith, 

Kaufman Building 
Wilkes-Barre, Pa., Frank Carlueci, 44 West Market St. 
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XYUM 


Sound Dollar, Rise 
in Earning Bring 
Joy to Insurers 


Higher Interest Rates 
Checking Inflationary 
Spiral Brighten Picture 


Return to the good old days, so often 
yearned for and so seldom achieved, 
seems to be actually happening with 
interest rates, much to the joy of most 
life insurance people. 

The shift is a particular relief to in- 
vestment executives who have had to 
contend with artificially restrained in- 
terest levels but the feeling goes far 
beyond just the prospect of earning a 
normal interest rate set by the law of 
demand and supply. There is wide- 
spread satisfaction at the apparent end 
of the inflationary spiral that was un- 
dermining the soundness of the cur- 
rency and threatening to cut much of 
the value out of life insurance by de- 
basing the dollars in which it would 
be paid. 


There are some life company execu- 
tives, though decidedly in the minori- 
ty, whose pleasure at the prospect of a 
sound dollar earning a realistic in- 
terest rate is tempered by fear of a re- 
cession. They cite data which they con- 
tend indicate that a deflationary trend 
is already under way. They wonder 
whether the price of higher interest 
returns may not be an uncontrollable 
slump in business. They are inclined to 
be critical of the Treasury for borrow- 
ing on a long-term basis, competing 
with private industry and home-buyers 
for funds of non-bank investors. They 
feel the federal reserve system is hold- 
ing too tight a rein on lending by com- 
mercial banks. 

The general feeling in the life insur- 
ance home offices, though, is that what 
the Treasury and reserve are doing is 
only a cautious step in the right direc- 
tion, one that can be mitigated later in 
the year if conditions indicate that the 
process of interest rates finding their 
natural level after having so long been 
artificially depressed has created an 
unwarranted fear psychology. 


Even those who have followed the 
interest rate trend closely are guarded 
about expressing any opinion as to 
where it may go. Some of the best in- 
formed, though, feel that it will go up 
only a little more during the rest of 
the year and that it is doubtful wheth- 
er the present rise is indicative of a 
long climb. They emphasize that even 
with long term governments being is- 
sued to yield 34,% and falling below 
par—there was half a point drop just 
in one day this week—interest rates 
are still at a low level when viewed in 
historical perspective. 

Because of advance commitments— 
which of course are part of the reason 
why loanable funds are now scarce and 
interest rates high—life companies are 
not in a position to lend at the new 
high rates to anything like the extent 
(CONTINUED ON PAGE 24) 
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N.Y. Company Member 
Plan Barred Until Study 


NALU Executive Committee 
Special Meeting Issues 
Directive to N. Y. State Unit 


NEW YORK—The executive com- 
mittee of National Assn. of Life Un- 
derwriters, at a special meeting here, 
directed the New York State associ- 
ation not to go ahead with its project 
of taking in companies as dues-pay- 
ing but non-voting association mem- 
bers until the N.A.L.U. board of trust- 
ees can consider the plan and render a 
final decision on it. 

Referring to the consitutional 
amendments adopted by the New York 
state body at its annual meeting May 
15 to implement an earlier decision 
to admit companies as members, the 
N.A.L.U. executive committee direc- 
tive states: 

“The New York State Assn. of Life 
Underwriters shall take no action to 
implement the above mentioned 
amendments until such time as the 
board of trustees of N.A.L.U. shall 
have had an opportunity to consider 
these amendments and _ determine 
whether they are contrary to our 
standards or are contravention of 
N.A.L.U. by-laws. Specifically, no 
money shall be accepted from any 
company or companies as membership 
dues, nor shall any companies be ad- 
mitted to membership until the 
N.A.L.U. board of trustees has ren- 
dered a final decision.” 

The directive was communicated in 
writing to Philip R. Chase, Northwest- 
ern Mutual, Syracuse, president of the 
New York State association, by Presi- 
dent Fluegelman “by order of the ex- 
ecutive committee of N.A.L.U.” 

A news release issued by N.A.L.U. 
following the executive committee 
meeting said that “prompted by the 
grave concern of members of its board 
of trustees and expressions of dissat- 
isfaction from field men throughout 
the country at the recent action taken 
by the New York association to amend 
its by-laws to provide for special mem- 
bership in that association for New 

(CONTINUED ON PAGE 26) 


Admitting Companies 
Violates NALU By-laws, 
Sam Cummings Says 


Admitting life companies and asso- 
ciations as non-voting but dues-paying 
members in accordance with the plan 
of New York State Assn. of Life Un- 
derwriters would be a violation of 
the N.A.L.U. by-laws, O. Sam Cum- 
mings, Texas manager for Kansas City 
Life, has stated in a letter to B. N. 
Woodson, N.A.L.U. managing director. 

Mr. Cummings said he believes there 
are several dangers for the National 
and all state associations inherent in 
the proposed plan for company and in- 
dustry association members. “In my 
opinion, a membership in a state as- 
sociation should continue to be re- 
stricted to elected (local) associations 
in each state. It would seem to me best 
for the New York State association to 
devise some new plan for raising the 
added revenue which they desire.” 

Mr. Cummings, who served as pres- 
ident of N.A.L.U. in 1937-38, said that 
when he devised N.A.L.U.’s_ present 
plan of organization, and wrote by- 
laws implementing it during 1930-33, 
his concept was that state associations 
should be comprised of elected (local) 
associations within each state. “We en- 
visioned that they would have—as has 
proved true—many other functions be- 
sides legislative matters, notably life 
underwriter education and training, 
public relations, extension (establish- 
ing new local units), membership pro- 
motion, sales congresses and others.” 

When the new organization plan and 
by-laws were presented at the 1934 
Chicago N.A.L.U. convention, they 
were adopted without a dissenting vote, 
Mr. Cummings stated. New York state 
was well represented by accredited 
delegates at that meeting, he added, 
but raised no objection to the article 
on state associations. 

Mr. Cummings urged that N.A.L.U. 
trustees give the matter important con- 
sideration between now and the an- 
nual convention to be held at Cleve- 

(CONTINUED ON PAGE 26) 





Late News 


Bulletins... 





Mutual Benefit Makes Major Appointments 
NEWARK—By board election, Mutual Benefit Life has advanced Charles G. 
Heitzeberg from associate director of agencies to 2nd vice-president and di- 
rector of agencies, appointed Albert N. Webster, who has been personnel 
director of U. S. Life, to the newly created post of personnel director, and ap- 
pointed Donald E. Lynch, now public relations director and assistant to the 
managing director of L.I.A.M.A., as director of public relations. Allen H. 
Stoecker, former chief of the production department at the head office of 
Gulf Oil, has been appointed assistant to the president of Mutual Benefit and 
Paul M. Lawrence of the supplemental agreement department becomes its 


assistant manager. 


Woodson Resignation Effective June 30 
NEW YORK—Benjamin N. Woodson will wind up his duties as managing 
director of National Assn. of Life Underwriters and Life Underwriter Train- 
ing Council June 30 and will take up his new work as president of American 
General Life of Houston July 1. When he tendered his resignation at the mid- 
year meeting in Chicago in April, Mr. Woodson said he would tailor his own 
(CONTINUED ON PAGE 28) 
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Defense Department 
Issues Military 
Sales Directive 


Strengthens Present 
Regulations; May End 
Bane of Industry 


WASHINGTON—The long-awaited 
directive on the sale of life insurance 
to servicemen on military installations 
has been issued by the Defense Depart- 
ment to become effective 90 days after 
May 27. It strengthens present regula- 
tions, instead of prohibiting such sales 
as some have suggested. 

Chief policing feature of the new 
regulation, which sets up minimum 
standards for agents and insurers, is 
the requirement that all base com- 
manders submit to the department re- 
ports every second month on any 
abuses concerning life insurance. 

If this does not prove to be enough 
protection, the directive said the De- 
fense Department will be forced to 
consider further banning the sale of 
commercial life insurance on all mili- 
tary installations. The directive imme- 
diately prohibits solicitation of com- 
mercial insurance during the period 
servicemen are undergoing basic train- 
ing. 

Because of its seemingly wholesome 
and knowing approach to the problem, 
the directive could well end one of 
the greatest scourges to the life insur- 
ance business today. In setting forth 
some of the complaints it has received, 
the Defense Department indicates it is 
aware of the slick treatment accorded 
GI’s by some of the fiendish insurers 
that have been preying on them. 

The directive comes on the eve of 
the National Assn. of Insurance Com- 
missioners convention at San Francisco 
and will be a real feather in the cap 
of the administration of Wade Martin 
of Louisiana who will be closing out 
his term as president of N.A.I.C. Mr. 
Martin has spearheaded the negotia- 
tions from the commissioners’ stand- 
point during the last few months. 

Signed by Dr. John A. Hannah, As- 
sistant Secretary of Defense, the reg- 
ulation is in the form of a memoran- 
dum to the Secretaries of Army, Navy 
and Air Force. 

Following is text of the directive: 

Reports from many sources indicate 
that the Department of Defense direc- 
tive dated Dec. 19, 1951, and the im- 
plementation thereof by the military 
departments has not adequately pro- 
tected military personnel in the matter 
of solicitation of commercial life in- 
surance on military installations. As 
a consequence, the supervision of the 
solicitation of life insurance on mili- 
tary installations has been severely 
ctiticized. 

Numerous suggestions have been re- 
ceived regarding changes which would, 
in the opinion of their authors, more 
fully protect service personnel. The fol- 
lowing suggestions have been offered: 


a. To require that both the compa- 
(CONTINUED ON PAGE 26) 
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IASA, Topsy-Like, 
Just Grows; Record 
Crowd at Workshops 


Machines That Are Human 
vs. Humans That Are 


Machines Important Issue 

Clicking, buzzing, hammering busi- 
ness machines, filling an entire exhibit 
hall, at the annual three-day meeting 
of Insurance Accounting and Statisti- 
cal Assn. in Chicago, by no means 
drowned out the main theme of the 
gathering—the human side of Ameri- 
can business experience, the value of 
a man. 

This was the “keynote” speech of 
the opening general session, made by 
Dwayne Orton, director of education, 





Elected president to succeed Dudley 
Pruitt of General Accident, who moves 
up to chairman, was A. H. Benson of 
Lumbermen’s Mutual of Mansfield, O. 
Robert B. Savage of Wisconsin Na- 
tional Life was named A. & H. vice- 
president, and Rodney Wilcox of Con- 
necticut General became life vice- 
president. Of the directors, W. E. Sath- 
er of North American L. & C. was 
named for A. & H. and Gordon W. 
Thompson of Acacia Mutual for life. 
Elected research director was J. Wade 
Payne of Praetorians. L. J. Hale of 
Kansas City Life was reappointed sec- 
retary-treasurer. 





International Business Machines Corp. 
In an address which received a pro- 
longed ovation from the largest at- 
tendance of any I.A.S.A. conference 
and business show ever to be held, Dr. 
Ortman pointed out that “all of these 
instruments and all of their accom- 
plishments are for one end—that the 
general human welfare may be ad- 
vanced.” 

Bringing out the fact that the in- 
surance companies have gone a long 
way towards raising the value of men 
by constantly pointing out the worth 
of life, health and safety, he said that, 
even so, a dangerous era is at hand. 
Business and industry is reaching the 
point of diminishing returns in job sat- 
isfaction in spite of American ingenu- 
ity in know-how and know-why of 
machines and production. 

o o e 

“We have excused job regimentation 
by the high standard of living we have 
given the worker long enough; insur- 
ance people and all of us must now 
build intrinsic satisfaction in the job 
itself,” the speaker concluded, and the 
“work shop” sessions then became the 
next order of business. 

Robert E. Barrett, Illinois director 
of insurance, welcomed the I.A.S.A. 
members just previous to Dr. Orton’s 
address. Presiding was Association 
President Dudley Pruitt of General 
Accident. 

The growth in attendance at these 
1.A.S.A. meetings is breathtaking. The 
registration this year was 1,400. That 
was up about 250 from the previous 
year. It is a hardworking convention 
and a great deal of painstaking labor 
goes into setting up the procedure on 
the part of officers and other function- 
aries. Many companies send numerous 
representatives, ranging as high as 8 
or 10 per company. These include a 
large proportion of chief executive of- 
ficers under whose wing comes super- 
JeyyeyM ‘siejjeUl ZupjuUNOIIe JO UOISTIA 


they have the title of vice-president, 
secretary or comptroller, or something 
else. Except for the opening session at 
which all hands were gathered, there 
was no general get-together during the 
week except for the luncheon and din- 
ner sessions, and the business meeting 
following the luncheon Tuesday. 

There was a complex variety of sub- 
divided meetings that were called 
workshop sessions. There are practi- 
cally no play features at this conven- 
tion. Those attending obviously have 
a great thirst for the kind of knowl- 
edge that was to be picked up there in 
the sessions and discussions from in- 
terchanges with fellow toilers in the 
vineyard. The exhibit hall where the 
various business machine people were 
showing off their latest and smartest 
models was thronged between the ses- 
sions and demonstrations were going 
on all the time. 

- * . 

The association embraces all kinds 
of insurance organizations—life, fire, 
casualty, A. & H. and fraternal. Most 
of the leaders feel that such a com- 
posite makeup is all to the good. Many 
of the companies are true multiple 
line—that is, going the range from 
life to fire and they like to have it all 
together. Some observers wonder, 
however, how much bigger the associ- 
ation can get and keep within the traf- 
fic regulations, so to speak; they 
wonder whether there won’t be pres- 
sure developed that may force separa- 
tion of the group into life on the one 
hand and property insurance people on 
the other. 

Fire and casualty together represent 
the largest element in the convention, 
outnumbering slightly the life contin- 
gent. A. & H. is the smallest unit so far. 

The business meeting, which was 
streamlined indeed, was held while the 
members were still at the tables fol- 
lowing a luncheon. In addition to the 
election of officers, also given the 
green light was a proposed revision of 
the by-laws to change the association’s 
organizational structure. The most rad- 
ical is an increase in the number of 
vice-presidents from four to six. The 
intent of this move is to set up the 
vice-presidents on a functional basis 
to take some of the work load from 
the president. 

Mr. Pruitt mentioned that although 
the changes were very necessary, the 
present ones are still a compromise 
between opposing factions and that a 
committee would be appointed to study 
further the reorganization question. 


Laws, Not Probes, Will End 
Military Sales Problem, 
Butler Tells Legislator 


AUSTIN, TEX.—State Rep. Brown 
last week roundly criticized Life Com- 
missioner Butler for “spending every 
ounce of energy to defeat an investi- 
gation of charges that some Texas life 
companies are selling near-worthless 
policies to men in the armed forces.” 

Mr. Brown made this statement after 
his resolution to investigate the charg- 
es was snuffed out in the closing hours 
of the legislature. 

Mr. Butler, in a prepared release, 
said he did not believe a legislative 
probe was the answer and added: “The 
only way this problem will ever be 
solved will be through the close as- 
sociation of the Texas department with 
the U. S. Defense Department. I feel 
that at this time we have that affilia- 
tion and that this problem will be 
solved in the near future.” 

Mr. Butler pointed out that most 
of the companies writing military bus- 
iness are chartered in Texas, and that 
some are “borderline operators” from 
which his department does not have 
adequate laws to protect the public. 





Life Company Stock 
Prices Fail to Respond 
to Interest Rate Rise 


NEW YORK—At the moment the 
position of life company common 
stocks in the market is rather puzzling. 
Those who watch these issues wonder 
why they are not selling at higher 
prices, now that interest rates have in- 
creased substantially and the outlook 
for life company earnings has on that 
account improved. For example, there 
are good corporate bonds yielding 4%. 

Yet life stocks have done nothing, 
and many are down by 5 to 10% in 
price from three or four months ago. 

One explanation is the fear of in- 
vestors of a general downward trend 
in the market. There has been, as a 
consequence, considerable profit-tak- 
ing. 

Yet the market has absorbed the 
several pieces of bad news in recent 
weeks without showing a disposition 
to go off sharply; for example, that 
the excess profits tax would not be 
eliminated this year. Thus the market 
has had several chances to go down, 
but has not responded markedly in 
that direction. 

If the market goes up, life stocks 
are in a favorable position, and un- 
doubtedly this will then be reflected 
in the price. 

There is much interest in the Gulf 
Life issue, which probably will appear 
the last of June and is apt to be a big 
one. This is expected to test public 
attitude toward life stocks. One esti- 
mate is that between 600,000 and 800,- 
000 shares will be sold, the underwrit- 
ers keeping the remainder of the 2 
million. 


Globe Life Absorbs 


Interstate Reserve 


Globe Life of Chicago has reinsured 
the outstanding business of Interstate 
Reserve Life, also of Chicago, effective 
May 26. Interstate operated under the 
special Illinois law that is commonly 
known as the assessment legal re- 
serve statute and it had about $3 mil- 
lion of ordinary life insurance in force 
and it had A. & H. premium income of 
about $300,000. This increases the life 
insurance in force of Globe Life to 
$42 million and results in putting 
Globe Life into the A. & H. field for 
the first time. Globe, by way of reinsur- 
ance, acquired some _ hospitalization 
insurance a few years ago but it never 
developed anything in the disability 
line on its own account. 

Charles F. Dickinson, Jr., the pres- 
ident of Interstate, becomes director 
of agencies of Globe Life. The com- 
pany was started by his father who is 
now retired in California and Charles 
Dickinson, Jr. has been operating In- 
terstate since the end of the war. 

F. Graff, who was secretary-treas- 
urer of Interstate, becomes manager 
of the A. & H. department of Globe. 
He was formerly with George Rogers 
Clark of Rockford. 

Globe will pay all Interstate claims 
in full, to that extent neutralizing the 
lien that has been existing in Inter- 
state. 

Interstate’s head office was at 7460 
Sheridan road, in a building formerly 
owned by National Retailers Mutual. 
This will probably be disposed of. 

The principal executives of Globe 
Life are William J. Alexander, the 
president, and H. B. Goessele, secre- 
tary and treasurer. 


N. Y. CLU EVENT 


SS Benefit Level As 
High as It Should Go 
Say Forum Speakers 


The federal government has gop 
about as far as it should in boosti 
the level of retirement benefits throug, 
social security. This was the view 
two out of the three speakers at th 
New York City C.L.U. forum on re 
tirement problems and was the senti. 
ment that seemed to find the mog 
favor with an audience numberiy 
nearly 700. 

The speakers who favored more re. 
liance on individual and private pro. 
grams were Monsignor John O’Gradj, 
secretary of the National Confereng 
of Catholic Charities, and Allen ), 
Marshall, manager of the employe 
benefits services department of Gen. 
eral Electric Company. The thir) 
speaker was Wilbur J. Cohen, technica] 
adviser to the commissioner for social 
security. Donald B. Woodward, Mu. 
tual Life’s vice-president for research, 
who has just gone with Vick Chemical 
Co. as finance committee chairman, 
was moderator. 

e e oe 

More than half the audience con. 
sisted of non-insurance people, most 
of them being religious and educa. 
tional leaders. The prepared talks and 
the questions and answers dealt more 
with the general problems of retire. 
ment rather than anything specifically 
bearing on life insurance or retirement 
annuities. 

However, Mr. Marshall did make the 
point that the foundation of any suc- 
cessful retirement program is the in- 
dividual worker’s own plan fitted to 
his own needs and those of his family, 
It is the most important area of pro- 
tection involved in planning for re- 
tirement “if we are to maintain a free 
society and a market for the product 
of worker and family protection,” he 
said. 

Next is the area of protection pro- 
vided by the employer’s cooperation, 
in which the level of protection pro- 
vided is commensurate with the work- 
er’s contributions to his company. Fin- 
ally, there is the protection provided 
in cooperation with the government. 
This area, said Mr. Marshall, should 
be limited by the extent to which the 
society as a whole may be affected by 
the lack of protection. He said this 
area of protection is designed to pre- 
vent individual tragedies from multi- 
plying into a social tragedy by provid- 
ing a basic minimum level on a just 
and equitable basis. 

e@ @ eo 

People still save for their old age 
and have pride in taking care of them- 
selves, Mr. Marshall emphasized, quot- 
ing a former actuary of the social se- 
curity system to the effect that 9.3 mil- 
lion people or 72% of the present aged 
in the country who have any assets at 
all have capital assets totaling $9.3 
billion, or about $10,000 per individ- 
ual, not including retirement income. 

He said that in spite of some 15,000 
pension plans now in force covering 
10 million employes, these plans rarely 
provide more than about 50% of final 
pay as pension income and hence the 
employe who wants to have the luxur- 
ies of life after his retirement must 
still provide something for himself. 

Monsignor O’Grady cited the results 

(CONTINUED ON PAGE 24) 
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In Honor of His Fortieth 
Anniversary. = 
on JUNE 20, 1953 





This month Howard J. Burridge, President of The National Underwriter 
Company since 1945, completes 40 years of a career which, in true 
American fashion, started at the bottom and led him to the top of 
the world's largest insurance publishing company. Although his work 
has involved every type of duty with this great firm, by far the greatest 
part of this career—27 years—was spent as head of the sales depart- 
ment. This dynamic and aggressive leader of men has welded together 
an organization of loyal and effective salesmen. To recognize what 


he has done for them and for the entire insurance business .. . 
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HOWARD J. BURRIDGE 


President 
The NATIONAL UNDERWRITER COMPANY 


These Men are 


Yes, to honor their President, these field representatives of 
The National Underwriter Company are now engaged in a 


spirited new business contest that will end on July 4. 


in a Contest! 


Company to provide the tools and facilities that will make 
your selling job easier. 

Why not wire or phone your National Underwriter represent- 
ative now? He will be glad to help you in any way he can, 


and you will be giving him a big boost in this contest. 


Fe NATIONAL 


The need for better selling and better advertising has never 
been greater. With each passing day the going becomes a 
little more competitive, with more Companies and more 
Agents in the field than ever before. It is the function of our 





s Ms. 
E. H. Fredrikson W. J. Gessing 


F. W. Bland A. €. Cadis J. T. Curtin A. J. Edwords 
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Gulf Life Names 
S. K. Guernsey as 
New President 


S. Kendrick Guernsey has. been 
elected president of Gulf Life of Flor- 
ida. He succeeds E. L. Phillips, Jr., 
who was elevated to vice-chairman. 

The new president has been with 
Gulf Life since 1928 and has served 
as an official since 1942, first as vice- 
president and more recently as ex- 
ecutive vice-president. He is a former 





She keeps house for a natton’s business 


You make a phone call, and it’s her voice that answers. 
You dictate a letter, and it’s she who writes it down. 


You need a speech that somebody made two or three years 
... or was it four? ... or was it a magazine article? 
You can’t recall, but she can, and has it on your desk 


ago 


in twenty minutes. 


Who is this girl who turns up wherever business is done, 
remembering what you forget, doing what you haven’t 
time to do, making the nation’s offices as bright and orderly 


as a well-kept kitchen? 


The personnel cards say she’s Miss Jones, secretary; 

Mrs. Brown, receptionist; Miss Perry, file clerk; Miss Hoyt, 
accounting machine operator. They tell you she’s 21 

or 43, that she’s worked here and there, that she went to 


this or that school. 


Maybe the cards should tell you more. 


president of Rotary International. 

Scott M. Loftin, former U. S. sena- 
tor and Gulf Life general counsel for 
more than 25 years, was named chair- 
man. He succeeds E. L. Phillips, Sr., 
co-founder of the company, who is 
retiring because of ill health. 

M. S. Niehaus, vice-president and 
secretary, was elected vice-president 
and treasurer, and the title of secre- 
tary was given Hardy M. Harrell, pre- 
viously treasurer and assistant secre- 
tary. 

Named as directors were William J. 
Hamrick, agency vice-president, with 


are done? 


Mail it to yourself, Miss Jones. Sign it, 
“Very sincerely yours.” 


Perhaps they should mention that Miss Jones has 


an invalid mother, and never lets her problem | 
show in the face you see from nine to five. 

MUTUAL LIFE INSURANCE COMPANY | 
Perhaps they should say that Mrs. Brown BOSTON, MASSACHUSETTS | 


is supporting a son in college, that Miss Perry practices 
shorthand during her lunch hours, that Miss Hoyt is 
studying business administration at night. 


And where is the card that tells you that work in America 
is a happier thing because Miss Jones is there, and 

Mrs. Brown, and Miss Perry, and Miss Hoyt, bringing 
some softening touch of life into the places where jobs 


Take a letter, Miss Jones. “To whom it may concern: 
Thanks for your help. Thanks for spelling better than I do, 
and for knowing what I don’t. Thanks for remembering 
when a collective noun takes a singular verb, and for 
wearing a flower on rainy mornings, and for being cheerful 
when I am not, and for knowing how to work hard and 
still be human. Thanks for being everywhere that a bright 
mind, a willing hand, and a pleasant way are needed.” 


——= 


the company for 23 years; William N. investment bankers headed by Equi- 
Banks, president of Grantville, Ga., table Securities Corp. of Nashville. The 
Manufacturing Co., and William H. investment houses last March pur. 
Barnhardt, president of Trion Proc- chased 150,000 of the then 250,000 out. 
essing Co., Trion, N. C., Southern Web- standing shares. 
bing Mills, Greensboro, N. C., and Barnett National Bank was desig. 
Barnhardt Brothers, Charlotte, N. C. nated as transfer agent for transfer of 
Proposals to double capital from $2,- stock and Atlantic National Bank was 
500,000 to $5 million and reduce par appointed registrar for the stock. 
value of the stock from $10 to $2.50 per Mr. Guernsey was born March 1], 
share were approved by stockholders. 1892 in Orlando. He graduated from 
It is presumed the latter was to put a the Wharton school of University of 
more popular price on Gulf stock prior Pennsylvania and has an LL.D. degree 
to offering to the public those shares from Rollins College. He is a past vice. 
which were purchased by a group of president of American Life Convention 
and has held several high civic posi- 
tions. 


Mutual, N. Y., Raises 
Silloway, Russell 


Mutual Life has advanced Stuart F. 
Silloway, vice-president for securities 
investment since 
1948, to vice-pres- 
ident for finance. 
He succeeds Oliver 
Whipple, who sev- 
eral months ago 
went with an in- 
vestment company. 
Besides his former 
duties, Mr. Sillo- 
way will have su- 
pervision over gen- 
eral investment 
matters, including 
recommendations 
on development of policy and the coor- 
dinating of programs that may be de- 
cided on. He has been with Mutual 
since 1933. 

Philip A. Russell, with the company 
since 1942 and assistant manager of 
securities investment since 1948, was 
made manager of securities invest- 
ment and a senior officer. He will have 
particular responsibility for develop- 
ing new areas of investment and ac- 
quiring new investments. 

Donald B. Woodward, Mutual Life’s 
vice-president for research, whose ap- 
pointment as chairman of the finance 
committee of Vick Chemical Co. was 
reported briefly two weeks ago, con- 
cluded his service with Mutual Life 
last week. He started with the company 
in 1940 as research assistant to Lewis 
W. Douglas, who had just been named 
president. He became 2nd vice-presi- 
dent in 1946 and vice-president last 
year. Before joining Mutual, he was 
with Moody’s Investor Service, the Wall 
Street Journal, and Business Week. 


Holmes Columbus, O., Chief 


The new president of Columbus, O., 
Life Managers & General Agents Assn. 
is Burton C. Holmes, Aetna Life. 

Victor K. Miller, Connecticut Mu- 
tual Life, is vice-president, and James 
James, New York Life, secretary. 





Stuart F. Silloway 





Southern Republic Begins 


Southern Republic Life, owned by 
Continental Fidelity Investment Co., 
began operations this week at Houston, 
with applications for “about $1 million 
in life insurance”. 

President is T. R. Clifford, formerly 
vice-president of First American Life. 


CLU’s at D. of C. Elect 


G. Edward Hacking, Acacia Mutual 
Life, has been elected president of 
District of Columbia C.L.U. chapter. 
| James H. Benner is vice-president, and 
| William R. Tooker, secretary. 


e Wellborn Estes, general agent of 
Occidental Life of California at Clay- 
ton, Mo., has been elected president of 
Volunteer Film Assn. which provides 
free motion picture entertainment for 
shut-ins of the Greater St. Louis area. 
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This is the first of a series of arti- 
cles by Edward F. and Raymond 
O’Toole of O’Toole 
Associates, manage- 
ment consultants, 
Queens Village, N.Y. 
The next article, on 
the junior executive, 
will appear in an 
early issue. 

Employe turnover 
is getting a lot of 
notice these days. 
Rightly so, because 
it is a serious prob- 
lem that causes 
trouble in many 
companies. 

Yet not all turnover is bad. In fact, 
some degree of turnover is good. With- 
out any turnover at all a company 
would be unable to reward ambitious 
employes or to bring in new ones of 
a better calibre. 





Edward F. O’Toole 


But we should be concerned about 
turnover when the “selection is against 
the company,” so to speak. That is, 
when we are losing either too many 
people in general to maintain both work 
flow and quality standards; or when 
we are losing those reliable employes 
who have done good jobs for us. Then 
it is a danger signal; a warning that 
something is wrong with the person- 
nel picture. 

While high turnover is a bad thing 
in itself, it is even more important 
when viewed as an effect of poor 
performance, rather than a cause. 

How often have you heard a de- 
partment manager say, “I can’t get the 
work out because nearly all of my 
employes are new and untrained; I 
have been hit harder than most other 
departments by high turnover.” 

Such a statement calls for careful 
analysis. It could mean any number 
of things, ranging from poor selection 
and placement on the part of the per- 
sonnel officer to deep-seated antagon- 
isms between the supervisor and his 
employes. Or it could be due to some 
factor entirely beyond the control of 
either the supervisor or the company. 

Perhaps the most common error 
that is made in trying to solve the 
turnover problem is this: Too much 
emphasis is placed on salaries as either 
the cause or the cure for high turnover. 


Certainly everyone wants the high- 
est salary he can get. But there are 
many other reasons that impel an em- 
ploye to stay on the job and put out 
his best efforts. Among these factors 
are ones familiar to every agency ex- 
ecutive: Ego satisfaction, desire to 
excel in competition, pride in the per- 
formance of his group, proprietary 
feeling in his job, etc. 

These are the very same things that 
have worked for insurance companies 
in the agency side of the business. 
Yet only seldom do we see any effort 
made to apply these techniques to the 
home office and branch office employes 
on a planned basis. 

In one large city there are two com- 
panies. They are about the same size, 
and the composition of their home 
office staffs is quite similar as to num- 
bers, sex, age, education, etc. Company 
A pays salaries that are about 10% 


higher on the average than Company 
B. Yet the turnover rate in Company 
B is quite acceptable; while in Com- 
pany A it is excessively high. We have 
observed often this “non-relationship” 
between salary patterns and turnover 
rates. 

What, then, is the answer? Why DO 
employes quit? 

There is no single answer, of course. 
Employes quit for a number of rea- 
sons. Sometimes the employe himself 
will not know the real reasons why 
he quits. Frequently the reasons given 
in “exit” interviews have little relation 
to the true facts. 

e e . 

A sidelight on exit interviews was 
the experience of one personnel direc- 
tor, who was persuaded to check back 
on a number of exit interviews after 
six months had passed. He was an- 
noyed to find a high percentage of 
people had given him false reasons as 
to why they quit. But he was shocked 
to find out two single girls—who had 
given “return to college” as the reason 
for leaving—were, in fact, pregnant. 
He continued to be upset until he 
learned they had each been married 
for several years, and for personal 
reasons had chosen to keep their mar- 
riages secret. But his faith in the value 
of exit interviews has been somewhat 
shaken. 

The reasons why employes quit 
usually fall into these main classes: 
(1) supervision; (2) other employes; 
(3) personnel policies. 

These three classes account for more 
than 80% of employe terminations, as 
far as we can make out. So it is in this 
area that any company should concen- 
trate to cut down on high turnover. 

The basic suggestion we should like 
to make on supervisors is that they be 
selected on their potential as super- 
visors, rather than their past records as 
workers. Seniority, as such, has been 
given much emphasis in the selection 
of supervisors. Technical ability in job 
performance generally is the second 
most important factor in the choice of 
a supervisor. Very seldom is the matter 
of leadership ability given enough 
weight. Yet this quality is more im- 
portant than seniority, and at least 
equal in value to technical knowledge 
of the work. 

Sd e e 

The great French writer-industrial- 
ist, Fayol, pointed out many years ago 
that the higher one goes on the execu- 
tive ladder the less important technical 
knowledge of the work becomes. But 
the demand for managerial skill in- 
creases sharply with each supervisory 
level. 

Hand in hand with top manage- 
ment’s responsibility to select super- 
visors “in,” is the corollary duty to 
select them “out” if they do not do a 
good job. 

There should be no criticism of a top 
executive who admits that he has made 
an error in selecting a supervisor. On 
the contrary, it takes courage for him 
to replace a supervisor who has failed 
in his job. One of the best insurance 
executives we know says that he is 
happy if his company maintains a 
“batting average” of .667 in the selec- 
tion of junior executives and super- 





visors. With the help of careful and 
systematic observation, plus merit rat- ' 


ing and testing programs, he still fig- 
ures that being right two out of three 
times is good performance. We agree 
with him. For the acid test of a poten- 
tially good supervisor is still how well 
he performs on the job. 

When turnover is too high, it is im- 
portant to analyze the company sta- 
tistics to find out which departments 
are above the company average. This 
can be followed up by breakdowns by 
age, sex, length of service and. salary 
groups. These breakdowns give us 
more exact information on which to 
base thinking and action. 

In one company a great deal of gen- 
eral worry and upset prevailed until 
such analyses were made. The results 
showed that only two out of the nine 
departments were at fault. Their poor 
performances offset the good ratios of 
the other seven departments. 


Why Employes Quit—and What 
Can Be Done About It 


By EDWARD F. O'TOOLE 


In the accounting department of this 
company it was found that the super- 
visor was at fault. He was sarcastic 
and used profanity; did no training 
worthy of the name; played favorites 
in promotion recommendations and 
merit rating; planned work so poorly 
that the department swung between 
periods of light work and periods of 
overtime work; was frequently late 
and absent himself; ridiculed other su- 
pervisors and top executives in the 
presence of clerks; refused to adopt 
newer and better work methods. In 
short, he was about everything a super- 
visor should not be. 

In the statistical department it was 
the supervisor again who was the vil- 
lain in the piece, but for a different 
reason. He was friendly, polite and 
courteous to all of his employes. But 
he insisted that his two assistants and 

(CONTINUED ON PAGE 21) 
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were the best ever. During 
April and May, the Company's 
Career Life Underwriters gath- 
ered at the Santa Barbara Bilt- 
more, the Edgewater Beach 
Hotel, and the Lake George 
Sagamore for the biennial sec- 
tional conventions .. . real op- 
portunities for serious instruc- 
tionf constructive review and 
good fellowship. 


EQUITABLE LIFE INSURANCE COMPANY 
of IOWA 
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Panel on Hospitalization Elicits Keen 
Interest at Management Assn. Meeting 


NEW YORK—tThe session on hos- 
pitalization coverage at the insurance 
conference of American Management 
Assn. here proved a lively feature of 
the 214 day program. A number of 
questions were put to the panel, which 
consisted of Frazier Wilson, manager 
insurance division of United Air Lines; 
Frank Van Dyk, vice-president of As- 
sociated Hospital Service of New York; 
Paul E. Britt, 2nd vice-president of 
Connecticut General, and Ralph T. 
Heller, 2nd vice-president of Pruden- 
tial and chairman of Health Insurance 
Council. The papers of Mr. Britt and 
Mr. Wilson were covered in a recent 
issue. 

Catastrophe coverage is an experi- 
ment, and Blue Cross and Blue Shield 
are very reluctant to get into it, Mr. 
Van Dyk said in reply to a question. If 
the care plans were to provide such 
cover it would have to be done through 


Health Service, Inc. and not through 
the individual plans. 

Why does Blue Cross exclude new, 
unlisted drugs which usually are quite 
expensive? Mr. Van Dyk replied that 
Blue Cross does provide drugs that are 
readily available in quantity. Most 
plans do so without limit, under these 
circumstances. The limitation, if and 
where it exists, is on new unlisted drugs 
which are not available in quantity. 

Why doesn’t Blue Cross include den- 
tal surgery? Mr. Van Dyk thinks in- 
cidence wouid be 100%, and there 
would have to be a premium paid 
for it. 

Is there any uniformity in plans and 
rates in Blue Cross? he was asked. No, 
he replied. Many are similar, and uni- 
form health service can be provided. 
However, a nationwide, uniform B.C. 
plan would require that benefits in all 
localities be set at the level of the best, 


Income Disability 
On Short Term Plans 


which would cost a lot more money, or 
at some lower point, in which case it 
would be necessary to take something 
away from the benefits in certain lo- 
calities. Neither of these proves at- 
tractive to buyers when faced with 
decision. 

Mr. Van Dyk said in response to 
another question that the Blue Cross 
administrative costs run about 744%. 

Hospital costs have risen steadily in 
10 years, he pointed out in his talk. 
Some of the 89 Blue Cross plans have 
met this problem by increasing rates 
and maintaining service, some have in- 
creased both rates and benefits, and 
some have curtailed benefits to avoid 
increasing rates. Those plans that have 
maintained and improved benefits even 
with increased rates have been the 
most successful, not only financially 
but in growth and public participation. 
This clearly indicates the public wants 
full protection and is willing to pay for 
it. As costs of hospital care increase, 
the need increases for protection against 
such higher costs. 

e a e 

Through Health Service, which was 
established by Blue Cross, the plans 
can offer large firms with employes in 
several different areas a uniform pro- 
gram of benefits. 

Mr. Van Dyk indicated that certain 
Blue Cross and Blue Shield plans 
are experimenting with retrospective 
rating for groups of 250 or more in 
Massachusetts, New York City and 
Wisconsin. The results will be closely 
studied to see if such plans can be in- 
tegrated into the service offered by 
B.C. and B.S. These experiments are 
in the nature of cost-plus arrangements 
and call for additional charges as well 
as return premiums, depending on ex- 
perience. They are so far limited to 
employer pay-all plans. 


away some of the misunderstan 
about it, and cooperation with 
hospitals. 

Health insurance is an impo 


G.E 


question for doctors and hospitals; Fra 
large share of their income is providg chat 


through prepayment plans and 
will be so in the future. It is importay 
to employers who so largely susta) 
the voluntary insurance effort. 

In answer to a question, he said thy 
mental cases are not generally excludg 
from group health plans. 

Why can’t commercial insurers maj 
arrangements with hospitals on a 
proximately the same cost basis as dog 
Blue Cross? Mr. Britt said there hay, 
‘been discussions of service contrag 
with hospitals by private insurers by 
no plan so far has been worked out, 

Mr. Heller said that such service g. 
rangements were considered desirab) 
two or three years ago, but there; 
now some question as to the wisdomg 
them. There is more talk today of ¢. 
insurance to answer the problem ¢ 
over-utilization. 

Mr. Wilson said United Air Ling 
A. & H. plan does not exclude cont. 
gious diseases and includes maternity 
benefits of $100 flat. He noted that jt 
would cost his company about 504% 
more premium if the plan it has i 
effect covered such miscellaneous smal 
doctor bills as $25 for out-patient X. 
rays, etc. He indicated he did not think 
employes wanted such benefits at thi 
cost. 

What is the cost of medical catastro. 
phe cover? Mr. Britt replied that th 
corridor type for employes cost 6 
cents to $2 per month, depending m 
age and earnings, and about 2% time 
that for dependents. This is a plan ato 
basic cover, and has a limit of $5,000. 

There is a real need for accident and 
sickness cover after retirement, Mr: 
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sieNed : In explaining the purpose of the Wilson said. Mr. Britt stated there is Th 
Income Disability with short Term plans, council, Mr. Heller noted that currently a definite move to provide A.&S. afte} ciyb 
we have yet to find evidence that Term there is a national administration more retirement. The cost runs about 300t0] pei 
j wa sympathetic to proposals that medical 400% of that of normal active insured 
policy Kane have smaller need for disa care requirements be met by voluntary and there has been some experiment sal 
bility protection than Life or Endowment means. However, he does not believe with a maximum claim limit of 200%} In 
policyowners. Or cherish it less! this attitude will in the long run lessen He said that with catastrophe both} there 
’ . in any way the demand for more ade- deductible and coinsurance are recom-| field 
That's why we make sure that the Occiden- quate care or lessen substantially the mended because of the price. Mr} annu 
tal policyowner with Income Disability on pressure on doctors and hospitals in- Heller said he thought that hese Jame 
Term insurance enj creasingly to make available the bene- insurance the catastrophe idea co from 
of the Life or En ae a fits of modern medicine to the whole wrecked before it gets started. No-| Also 
policyowner. public. The pressure will continue on coinsurance gives insured a blank  vice- 
: : * . . believers in voluntary health insur- check. born 
If the pane of his Term policy expires while ance, the insurance business, BlueCross Mr. Van Dyk said that a Blue Cross} Mr 
he is disabled, we automatically convert his and Blue Shield, and other private member takes his membership and| the I 
insurance to Ordinary Life, waive the new, plans to provide increasingly satisfac- coverage with him on retirement or | McL: 
higher premium and continue monthly tory coverages and services at the most when he leaves the group. The cot- nl 
income as Jong as disabilit tet : reasonable cost possible. tract, on conversion, may be somewhat 
g ility persists. . ° ° less in benefit and somewhat higher, ~? 
Term owners think this is good. So do we! Cooperative thinking and planning © 4M average 15 to 20%, in rate. m4 
by doctors, hospitals and insurance _ Speaking for private insurers, Mr. Mr. | 
4 Stor in the West..." % groups is needed to solve specific Britt said that a good many firms pro- talks 
; problems in voluntary health insur- Vide a limited cover on an employe's publi 
ance, including the care of the aged, Tetirement and some individual in- gene: 
meeting the cost of major medical ex- Surers permit conversion of protection, pane 
= pense and chronic illness, and encour- though in general they do not. More Wilk: 
4 aging utilization of medical and hospit- developments can be expected along) |... 
1 al facilities where needed while dis- this line, Mr. Heller said, Mr. Wilson) » 5 
a couraging unnecessary utilization. This Commented that the employe can con-| y.., 
= the council seeks to effect. vert all of his life insurance on fe] yor. 
5 Principal activities of the council tirement. # Robe 
include liaison between insurers and Elme 
medical profession, liaison with state A. & H. Group Marks Decade mang 





“WE PAY AGENTS LIFETIME RENEWALS . 


.. THEY LAST AS LONG AS YOU DO” 


and local medical groups to develop 
plans for protection against surgical 
expense, the annual survey of A. & H. 
coverage, studies of such technical 
problems as possible over-utilization of 
coverage — insurance should not be 
made the basis for charges which 
would not otherwise be made—an in- 
formation and publication program to 
tell more adequately the story of vol- 
untary health coverage and to clear 


San Antonio Assn. of A. & H. Under- 
writers will mark its 10th anniversary 
at its meeting this month. Speaker for 
the meeting will be Emerson Davis, 
Inter-Ocean at Dallas, who hel 
form the association. At its May meet- 
ing an enrollment of 85 members was 
reported and a goal of 100 was made 
for June. W. D. Bacon, Crown Life, 
president of Texas Assn. of A. & H. 
Underwriters, and Harry Krusz, vice- 
president and manager of San Antonio 
Chamber of Commerce, spoke. 
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George E. Hatmaker 


Charles Becker, Jr. 


with the agency department and in his 
new position will continue to a great 
extent to be concerned with agency 
affairs. 

Mr. Hatmaker has been with Frank- 
lin since 1928 except for four years in 
the army. He was named head of the 
new business department in 1946, as- 
sistant secretary in 1948 and secretary 
the following year. 

Messrs. Becker and Hatmaker both 
are directors. 
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Guardian Leaders 
Meet in Colorado 


The second and final 1953 Leaders 
Club meeting of Guardian Life was 
held this week at Colorado Springs 
and attended by nearly 100 top pro- 
ducers. 

In connection with the gathering, 
there was a meeting of the company’s 
field advisory board which meets semi- 
annually with Guardian’s president, 
James A McLain, to discuss planning 
from the field man’s point of view. 
Also attending were John L. Cameron, 
vice-president, and Frank F. Weiden- 
borner, agency vice-president. 

Mr. Weidenborner was chairman of 
the Leaders Club opening session. Mr. 
McLain presented awards to produc- 
tion leaders and there were talks by 
Walter W. Grosser, manager at Chica- 
go, and James P. Poole, Atlanta, Ga., 
club president and top 1952 producer. 

The second day’s session, at which 
Mr. Cameron was chairman, featured 
talks by John C. Slattery, director of 
public relations, and Daniel J. Reidy, 
general counsel. An estate planning 
panel was moderated by Walter R. 
Wilkinson, Syracuse manager. Other 
managers participating were Everett 
E. Dale, Dallas; Julius M. Eisendrath, 
New York; Thomas G. Herbert, Den- 
ver; Norman W. Remole, Minneapolis; 
% Robert L. Spaulder, New York, and 
| Elmer N. Oistad, formerly St. Paul 
manager who now is retired. 

Chairman the third day was Warren 
M. Pace, agency director. A joint pres- 
entation of A. & H. insurance was giv- 
en by Earl W. Cryer, field training 
Supervisor, and Kenneth R. Thompson, 
A. & H. agency assistant. Following 
there was an A. & H. panel, in which 
William W. Brannan, San Francisco, 
Carol A. Klinger, Denver, Paul G. Ro- 
Sen, Minneapolis and Lawrence E. Spe- 
ro, Kansas City, participated. A sales 
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talk then was given by F. W. Mayes, 
Dallas. 

The final day featured a talk by Mr. 
McLain, and a discussion of estate 
planning and business insurance by 
Mr. Reidy and Mr. Cryer. 


View Future in N. E. 


“Management Views the Future” was 
the theme of the annual conference at 
Swampscott, Mass., of New England 
General Agents and Managers Assn. 
Each of the speakers presented his 
views with prognostication based upon 





orrice OF THE 
PRESIDENT 


we MANUFACTUR 


current trends. Presiding were Laur- 
ence E. Olson, Prudential, president of 
Boston association; and Henry M. Fa- 
ser, Jr., Penn Mutual Life, conference 
chairman. Program chairman was 
Howard J. Stagg, Connecticut General 
Life. 

Among the speakers were Dr. Solo- 
mon S. Huebner, professor of insur- 
ance and commerce at University of 
Pennsylvania; Vincent B. Coffin, senior 
vice-president of Connecticut Mutual 
Life; Frank B. Maher, vice-president of 
John Hancock, and Homer C. Chaney, 
vice-president of New England Mutual 
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Life. A program highlight was the talk 
by U.S. Under-Secretary of Commerce 
W. Walter Williams. 


Elect Schrepel President 


L. A. Schrepel, American National, 
Oakland, Cal., has been elected presi- 
dent of Oakland-East Bay General 
Agents & Managers Assn. He succeeds 
William A. Lane, Metropolitan. 

Edgar M. Kelly, Prudential, is the 
new vice-president and L. Edwin 
Wang, Standard of Oregon, continues 
as secretary. 

The association’s annual outing is 
set for July 14 at Orinda Country Club. 
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Life Companies Rankings for 1952 |, 
Shown Under Four Classifications | 
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INSURANCE PAID FOR B2 Life Of Virginia oesccssusssceeeesssee 258,151,771 66 Acacia Mutual, D.C. cccsseuun 136,875,491 90 Monumen 

(Including amount issued, reinsured, revived, 33 Pacific Mutual, Calif... 245,828,768 +67 NA. Reassurrance, NOY. 2. 130'488°200 91 Security T&A - Siam). oe 
increased and additions to policies by dividends) 34 Bankers Security, N.¥. ....... 244,198,545 68 Provident Mutual ........ . 130,240,107 92 Paul Revere, Mass. ..... ” aoa — ture 
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2 beeen A BADD  cecscrscvencsnsnssesonts 36 Bankers, Iowa ........ . 231,661,018 79 Interstate L. & A. .. 127,428,700 94 Security Mutual, N. Y. ... 254.497 t 
3 Equitable, N.Y. .......-vseses 37 Provident L. & A. ... 225,878,712 71 Beiahte, Iowa ... 125,371,139 95 Bankers Security, N. Y. 777 405 sen 
4 Travelers 38 State Mutual, Mass. 213,797,729 72 Liberty, S.C 125,087,211 96 Dominion Life, Can. .... 36,138 94, Cam 


5 JOHN Hancock crcccccccvessssessessesseeseeee 39 Manufacturers, Can. ve 208,812,540 73 Guardian, N.Y... ™ -124°583'791 97 N. W. National... x 36, 10344 first 





6 Aetna Life 40 Washington Nat’l. ....... 206,023,489 B. 

7 New York Life ... 1,158,950,492 41 Life & Casualty, Tenn. 204,561,358 75 State Capital. NG. 123,879,626 [jon a ed A 

8 Occidental, Calif. 971,543,136 42 Bankers L.&C., Ill. . 197,374,421 76 Pan-American, La. ........ 122,342,258 100 Atlantic Life, Va. cesses, 32, = 

9 Lincoln National Y 43 Liberty National, Ala. 196,009,427 77 Republic National, Texas ............ 122,052,025 ASSETS " com 
815,330,172 44 Crown Life, Canada 188,499,682 78 Kansas City Life ........0.« .. 119,139,818 troit 
810,383,662 45 Confederation Life ... 173,055,556 79 Southland Life, Texas 115,346,982 1 Metropolitan Life -11,592,529,94 
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675,491,200 47 Business Men’s, Mi 167.767.725 10,219,404ay tend 
0 ess Men’s, Mo. 767, ‘S71, 
533,918,762 48 United Ins., Ill. .... ” 167%666'543 8) 1 North Amer. nee me 4.New York Life ‘meme | Fem 
ulf, Fla. 167,389,963 83 American United, Ind. 97,206,926 5 John H 545,585 27, 


163,587,327 84 Peoples, D.C. rcs ”. 95,284,703 6 N. W. Mutual ....... 
162,590,318 + g5 Union Mutual, Me. 95012194 7 Mutual Life, N. ¥. . 
essen ° 161,136,862 86 Imperial, Canada .. 9 8 Travelers 
ts 406,341,353 53 United Benefit, Neb. - -. 160,040 87 Great Southern, T 

~- 381,802,261 54 Home Life, N.Y. ccs *159,989,270 33 Ohio National .. 
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11 Mass. Mutual ...... 
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26 Penn Mutual, Pa. .... iB 325,802,594 60 State Farm, II. ..... 145,614, 94 Reliable Life, Mo. ... 78,411,900 16 Conn. Mutual ... 954, 
28 Western & Southern wun, | 2894488.237 62 Mutual Life, Cait.” ; elastoiogss 93 Eidelity Mutual, Pa. . RE Ry or 
29 Mutual Benetit, NJ gine 280977710 63 Farm Bureat ai > : “Yas’son'aa1 98 Great National, Tex. ee ee ee 698,006.10 
aan t . 977, Ot Nathanael Lite VE “ 140'374/304 97 Security L. & A. ...... 74,711,390 19 Union Central, Ohio 676,661,083 cre: 
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100 Country Life, Tl. osc 68,632,576 22 National Life, Vt. .......... we = 517,231,50 the 
-_———— 23 Western & Southern eo — 507,493.65) ; 
*Excludes Increases and Revivals. 24 Manufacturers, Can. -.  491,856,0% cre 
25 Equitable, Iowa ........... woo — 477,983,254 lion 
INSURANCE GAINED 26 State Mutual, Mass. we 448,217 15 
W, as (Including ordinary, group and industrial) = oe ee, tye rer $1, 
es Gee Se 1 Metropolitan Life cirpeo gitar i 4 , 
Es. ‘ : ; j 29 National L. &A. ........ «.  431,020,9 
here can Brokers | oe iS 80 Canada, Life. 426m} 
° . 4 Lincoln National utua e, Can. .. 002/008 pio: 
: i 32 London Life, Can. .... 125,975 
and Surplus Writers : 5 Aetna Life ee ee ea ‘oem | tro 
Pars é T JOHN Hancock ....cccccscsccscsssssorcssseces 2 Fe 6 es De guueued N.¥ —— T 
. ecidental, Calif. ...... 053, : 
get Individualized 8 Qecidental, Calif. : Ea gl gallien cama | is ¢ 
10 Conn. General . .. 641,002 37 Jefferson Standard s 852,41 pre 
2 9 11 Sun, Canada ..... 38 Life of Virginia ........... «se 300,670,127 the 
erwriting : 12 National L. & A. 39 Confederation Life wv» 280,158,604 
: 13 Continental Assur. . 354, 40 Kansas City Life ... 270,698,071 yea 
' | | 14 London Life, Can. . 345,744,916 41 Southwestern Life 270,392,046 ten 
15 N. W. Mutual .......... 326,107,279 42 Home Life, N. Y. ....... 269,137, 
16 Cuna Mutual, Wisc. 298,454,283 43 Fidelity Mutual, Pa. ’ age 
17 Mass. Mutual... 251,508,280 44 Acacia Mutual, D.C. 262,002,27 
18 New England Mutual 250,974,412 45 Continental Assur. .... ee 241,118,731 
19 Amer. National, Tex. “| 226,077,431 46N. W. National .. - 220,701 
20 Franklin Life. ........ .. 217,253,101 47 Franklin Life ...... B42, Ai 
21 Great-West, Can. .. 193,237,247 48 General American 195,576,581 
22 Conn. Mutual ........ “174,533,367 49 Imperial, Canada .... 187,203,1M1 Ac 
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24 Penn Mutual, Pa. 170,274,106 51 North Amer., Canada 170,321,411 or 
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26 Pacific Mutual, Calif. cs 156,407,098 53 Washington Nat'l. .. 533 I 
27 Canada Life 150,084,188 54 Southland Life, Tex: 158,702,335 
28 Mutual Benefit, No J. cscs 149,685,440 55 Minnesota Mutual ...... 151,792,388 erc 
29 State Mutual, Mass. ... . 148,300,638 56 Life & Casualty, Tenn 50,835,455 
* rt 7 Berkshire Life, M. 140,066,8H col 
30 Confederation Life ..... - 144,081,906 57 Berkshire Life, Mass. .. } 
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32 Mutual Life, N. Y. ... 132,980,321 59 Monumental Life, Md 136,835,091 t 
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38 Crown Life, Canada .. 114,591,929 65 Central, Iowa. .........00 -» 122,137,750 the 
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: 98,509,074 70 Savings Bank, MAS. ........sssss00 99,399,180 ve 
44 Jefferson Standard 97,760,095 71 Pilot, N. C. 98,995.55 ins 
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46 Washington Nat'l 94,879,916 73 Gulf, Fla. ..... pon A. 
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49 Southwestern Life 88,614,609 76 Country Life, Tl. .......sccscscssseeee 81,601,407 of 
50 Business Men’s, Mo. 88,215,678 77 State, Ind. bere d wl 
51 Life & Casualty, Te: 87,775,417 78 Life ‘of GOOTEIR caceecccrccerreeserreen 79,869, 
52 Life of Virginia .... 86,171; 79 Paul Revere, Mass. 78,257,855 Al 
° 53 Republic National, 79.758.842 80 Guarantee Mutual, Neb. 7, 
At Postal Life, of course! Our Ex- 54 Union Central, Ohio 79,622,496 81 Brovident Life, ats ~ — TESdABS wi 
ecutives say, “We believe in handling each + Come tae 78,957.25 53 Peoples, D. pea arcs 76,020; : 
case on its individual merits —on its cur- 57 Liberty National, Al 73,373,663 84 ene Bewtual. RID sccccesceccedgense Lee - 
bss 58 Great National, Tex. 73,345,668 85 Home Beneficial, Va. ... .  75,813,3 in 
rent status. 59 Acacia Mutual, 73,314,488 ss Continental Amer, , Del Ley ed 
Our General Agents, Brokers and ft Meee Wistenk, Gane - Sees ttan Life, N.Y. "671,312 il 
Surplus Writers — over 1400 of them — ?. toe — . aeaecai $0 Atlantis Life Va: 70 snl OF 
have greater confidence when they call on 64 Independent LAL 66,909, oi mg» i ~ 96381606 st 
clients because they know we want to back . ) 4 gl glnaaadhens: som 65,028,761 = Ohio State. tse 65,123.17 f 
9 67 Kansas City Life oo... . 63,784 tl ayn i 0 
up their sales. Worth looking into? You . @ teaner eee -  $odaeg 95 Northern, Wash 64,175.02 in 
bet! 69 Manhattan Life, N. ¥. ............. oy,les.emp | $8 Liberty. 5. C. .. Sree vr 
General Agency and Brokerage Manager : 71 Union Cas. 8 Lite WY Hayy 98 Excelsior, Canada ........ an. ec 
opportunities in New York and Connecticut. “Postal’s good to Brokers” _ 72 N. A. Reassurrance, N.Y. = a er ye Tex. ce OT su 
Contact our Agency Department! E an De | i ParAnoricas® vig poses TT dail otha eels oT n 
| |B Bile Baber a es srameenes esos a 
© National ......... 
POSTAL LIFE INSURANCE COMPANY |_| 77 Imperial, Canada 1 Metropolitan Life emwenmnn 24 S14 Sra as 
° : : : ° a. 53, 0006 en 9 UU, 
511 Fifth Avenue, New York 17, New York 79 Liberty. S.C. ennnnnnnn 31 808.447 3 New Yorke Life mnnnn 1,386, 124,485 re 
; : ome neficial, ‘a. .  §1,735,256 u: le, N.Y. 
GEORGE KOLODNY, President ___ | 81 Union Mutual, Me... S117,176 § John Hancock... a 
. -anter - ‘ : meee ns ion e, 4 49,774,210 . W. Mu fvess 
ONE OF THE FASTEST GROWING LIFE INSUR 83 Southland Life, Texas 48961022 7 Lincoin National’. al 
84 Country e, 48,329,578 8 Mutual Life, N. Y el 
85 Fidelity Mutual, Pa. 45,835,626 p. Travelers 
86 Great Southern, Tex. a 44,561,834 O SUN, Canada .........cccccccorscscsserssseres W 
87 World Ins., Neb. ....... . 44,344,947 ii New England Mutual . 
88 Protective, Ala. ......... wwe 43,245,050 12 Mass. Mutual .......sseccccorssssesessssesoe 3, P 
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Manufacturers Life 
Marking 50th Year 
of U.S. Operations 


This week marks the 50th anniver- 
sary of the beginning of Manufac- 
turers Life’s operations in the United 
States. In June, 1903, the company 
sent a lone representative, Robert M. 
Campbell, to Detroit to establish the 
first agency. 

After laying the foundation of the 
company’s present organization in De- 
troit, Mr. Campbell proceeded to ex- 
tend operations throughout Michigan, 
Pennsylvania and Ohio. Between 1924- 
27, branches were opened in the Pa- 
cific Coast states. Further territorial 
extension has continued since 1927. At 
the present time, Manufacturers Life 
is licensed in 14 states, the District of 
Columbia and Hawaii, and has 16 ac- 
tive branches. 


a e e 

The growth of the Manufacturers’ 
U. S. business is illustrated by the in- 
crease in insurance in force during the 
past 10 years. Between 1942 and 1952, 
the business in force in the U. S. in- 
creased from $150 million to $460 mil- 
lion. For 1952, the figure represented 
nearly 29% of the total business of 
$1,600,000,000. 

Manufacturers Life was one of the 
pioneers in the underwriting of con- 
trolled diabetics. 

The agency organization for the U.S. 
is directed by A. Kinch, agency vice- 
president, who has been connected with 
the company’s U. S. operations for 26 
years. T. H. Neville is agency superin- 
tendent and N. T. Sheppard, assistant 
agency superintendent. 





Americans for Democratic 
Action Applaud Bohlinger 


on Rate Discrimination 

Discrimination in premium rates for 
group life and group A. & H. based on 
color of the employes has been elimi- 
nated in New York State, according 
to an exchange of correspondence be- 
tween Alfred J. Bohlinger, New York 
superintendent, and Robert Tilove, 
state affairs committee chairman of 
the New York chapter of Americans 
for Democratic Action. 

Studies made in 1947 and 1949 re- 
vealed, according to Mr. Tilove, that 
insurers writing group life and group 
A. & H. “loaded” their rates for groups 
which included substantial percentages 
of Negro employes or other non- 
whites. In response to an inquiry from 
ADA, Mr. Bohlinger stated that there 
were no rate filings covering group 
life, A. & H., or individual A. & H. is- 
sued in New York which carry a load- 
ing based on color. Mr. Bohlinger stat- 
ed further that such discrimination is 
illegal under New York law in the 
opinion of the department. Mr. Tilove 
stated: 


“We are pleased to have the opinion 
of your department that discrimination 
in rate filings is prohibited...and we 
assume that you will watch for careful 
compliance on this. We are also as- 
suming. ..that the practice of discrimi- 
nation for color in the form of any 
private underwriting rules would be 
cae as the filing of discriminatory 
rates. 

“We certainly believe that the insur- 
ance industry deserves congratulations 
and public recognition for having tak- 
en this substantial stride forward and 
would like to take this means of ex- 
pressing our gratification that this one 





aspect of discrimination in insurance 
based on color has been eliminated.” 





Great-West's June 


Regionals to Open 


Great-West Life will hold regional 
sales conferences at Bretton Woods, 
N. H., June 6-10, and Banff, Can., 
June 15-19, with 362 agents present. 

The 14-month term, which ended 
March 31, resulted in the largest 
amount of new business recorded by 
the company. Winnipeg led all 


branches in qualifiers with 30, fol- 
lowed by Vancouver with 23. Chicago, 
third, topped all U. S. branches with 
20 qualifiers. 

Morris Galnick, Chicago, with over 
$1% million paid volume, is leading 
qualifier. Others who exceeded $1 mil- 
lion were Harry Buebe, Hamilton; 
Max Siegler, Montreal; H. J. Harris, 
Ottawa; James Hercus, Winnipeg, and 
R. H. Threlfall, Minneapolis. 

The conference programs are geared 
to new sales ideas, changing markets, 
and sales practices in the light of cur- 
rent conditions. H. W. Manning, vice- 
president and managing director, will 


deliver the keynote address at both 
conventions. Holgar J. Johnson, presi- 
dent of Institute of Life Insurance, and 
Don Henshaw, Toronto, senior execu- 
tive officer of MacLaren Advertising 
Co., Ltd., will be featured speakers at 
Banff and Bretton Woods respectively. 

At both gatherings Earl] M. 
Schwemm, Chicago manager, will 
speak on “The Challenge of Today’s 
Market”. E. A. Palk and G. P. Rollo, 
assistant agency superintendents, will 
discuss the company’s sales promotion . 
and training material. J. B. Nettlefield, 
agency superintendent, will preside at 
panel discussions. 
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**You are strong on mental sharpness... 


“with a well-developed area of logic and a par- 
ticularly good bump of mathematics which should 
carry you far in the field of international finance.” 
That bump was made by his last employer when he 
bounced a rutabaga off Junior’s head. Junior did his 
best with addition but he ran out of fingers on big 
jobs. Some phrenology. Some predicting. 


Plain fact, as every life insurance agent knows, is 
that you can’t predict the future. The Union Central 
agent also knows that you can prepare for the future 
on the basis of what happens to most people and 


still take care of the exceptions. 


THE UNION CENTRAL 


Certainly the best preparation is life insurance— 
Union Central life insurance with its policies and 
combinations of policies to meet every life insurance 
need from birth to age 70. 


And the Union Central agent is also an up-to-the- 
minute insurance man. The best policy of twenty 
years ago isn’t necessarily the best policy today. 
Times change. The needs of people change. An alert, 
cooperative Home Office keeps all Union Central 
agents fully informed, helps them with the proper 
sales tools to make Union Central life insurance 
serve people best in terms of today’s needs—pro- 


jected reasonably and logically into the future. 





CINCINNATI, OHIO 


LIFE INSURANCE COMPANY 
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“Opens up a new highway to increased sales”. . 
that’s what agents are saying about the great new 
MASTERPLAN offered for the first time this year 
by General American Life Insurance Company. . 


Response everywhere has been enthusiastic. The 
MASTERPLAN has so many advantages it 
flattens sales resistance. People like the way 
MASTERPLAN lets them combine an easy sav- 
ings plan with life protection. And they open 
their eyes wide when they see how the MASTER- 
PLAN can actually pay them back MORE than 
they pay in. Our representatives like this new 
all-purpose policy with its low net cost and 
high commissions. 


For further information write Frank Vesser, Vice President 


General American Life 


One of the nation’s leading mutual legal reserve companies 
ST. LOUIS, MO. 





Cut Conn. Tax That 
Insurers Pay on 


Interest, Dividends 


HARTFORD—The Connecticut leg- 
islature has passed the bill reducing 
the tax that domestic insurers pay on 
interest and dividends. It has been 
342% and the new measure cuts it to 
3% for 1953 business and 2%% for 
1954 and thereafter. The original bill 
introduced in the house would have 
cut it another half-point a year for 
1955 and 1956 but the senate changed 
it to keep the 24%4% level after next 
year. The tax has been in effect since 
1935. It has also been reduced before, 
also on the ground that Connecticut 
insurers would continue paying about 
the same total tax even at the reduced 
rate. The reduction had tough opposi- 
tion this time because the legislature 
was at the same time raising the sales 
tax from 2 to 3% and the corporation 
income tax from 3% to 334%. The 
Democrats tried unsuccessfully to 
bring the insurers under the corpora- 
tion tax. 

The interest and dividend tax nets 
the state about $2.2 million a year. 
Life companies pay about two-thirds 
of it, fire and casualty companies one- 
third. The life company basis exempts 
earnings necessary to meet obligations 
under their contract, which results in 
their paying on about 19% of invest- 
ment income. 

Another bill requires domestic com- 
panies to assume the cost of their 
own insurance department examina- 
tions and also requires life companies 
to pay for the cost of valuing their 
liabilities. The total will run about 
$200,000, so that with the approxi- 
mate $100,000 in fees, etc., that insur- 
ers and agents pay the companies will 
be paying 85 to 90% of the depart- 
ment’s expenses. A small part of the 
$100,000 is paid by out of state insur- 

















Nate Keuinen 
Life and Qualifying 


MILLION DOLLAR 
ROUND TABLE 


It’s a milestone to be proud of—for 
a company the size of Indianapolis Life 
to have five members of the famous 
Million Dollar Round Table of Life 











Julian W. Schwab Underwriters. Everyone at Indianapolis A. R. Meyer 
Life and Qualifying Life extends congratulations to them Qualifying Member 
Member 4% on an honor well earned. 





INDIANAPOLIS 


INSURANCE COMPANY 


Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 





AGENCY OPPORTUNITIES IN Illinois, Indiana, lowa, Ohio 


Michigan, Minnesota, Texas 





ers. 

A third bill cuts the annuity con- 
sideration tax paid by domestic com- 
panies from 13%, to 14% for 1953 and 
1% for 1954 and thereafter. The orig- 
inal house bill would have eventually 
scaled it down to nothing but the sen- 
ate insisted on keeping it at 1%. 


ALC Life Officers 
Investment Seminar 
Ready For Business 


Nationally known names in the fi- 
nancial, educational and _ industrial 
world are on the lecturer’s roster for 
American Life Convention life officers 
investment seminar. Conducted annu- 
ally in association with University of 
Chicago school of business, it will be 
held at Beloit College, Beloit, Wis., 
June 14-26. 

The lecturers will include 10 uni- 
versity professors, five officers of fi- 
nancial institutions, three executives 
of non-financial enterprises, four men 
who are chief executives of firms en- 
gaged in investment research and one 
officer of an insurance company, Perry 
S. Bower, assistant general manager 
and treasurer of Great-West Life. 

The curriculum this year is divided 
into three principal subjects—general 
economic factors, regional trends, and 
contemporary problems of investment 
management. 

Among the evening program speak- 
ers are E. M. McConney, president of 
Bankers Life of Iowa, and Robert E. 
Dineen, vice-president of Northwest- 
ern Mutual Life. Moderators of a “New 
England town meeting’ will be James 





J. O’Leary, director of research, Life 
Insurance Assn. of America, and James 
H. Windsor, financial vice-president of 
Equitable Life of Iowa. 





Backs Railroad Emergence 


NEW YORK—New York Life is 
sponsoring the reorganization of the 
New York, Susquehanna Western 
Railroad, which is emerging from the 
receivership it has been in since 1937. 





Cuts Rates for Teetotalers 


Fidelity Union Life of Dallas is now 
issuing a total abstainer’s contract to 
teetotalers at a discounted premium. 

The plan is similar to one in use by 
a Swedish life company for some 59 
years. That company’s records indicate 
that non-drinkers have a 10% lower 
mortality rate than those who use al. 
coholic beverages. 

When buying the new Fidelity pol. 
icy, assured must sign a pledge, then 
reaffirm it with each annual premium 
payment. The insurance remains in 
force if they fall off the wagon, but 
at a higher premium. 

Carr Collins, president of Fidelity 
Union, is head of an organization 
called Crazy Water Crystals and used 
to serve unspiked fruit punch at com- 
pany meetings. 








the agency system 


he insurance buying pub- 

lic places the utmost trust 
and confidence in the pro- 
fessional advice of well: 
trained life insurance repre- 
sentatives. To service our 
constantly expanding mar- 
ket, The Union Labor Life 
relies upon the American 
agency system. 

In the recruiting, selec- 
tion and subsequent training 
of our agents, we are keep- 
ing pace with constantly de- 
veloping trends so that we 
may offer to our growing 
family of policyholders the 
protection and services they 
require. 

We invite you to send for 
our Annual Report —the 
story of our Company’s 
growth and progress. 
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Goebel, Fluegelman 


Head Bright Card 
at Ky. Congress 


het 300 attended the an- 
nual convention of Kentucky Life Un- 
derwriters Assn. which was held in 
Louisville and sponsored by the Louis- 
ville association. Harry Lee Hamilton, 
manager at Louisville for Home Life of 
New York, was general chairman, and 
among featured speakers were S. H. 
Goebel, Kentucky commissioner, and 
David B. Fluegelman, president of the 
National association. 

Mr. Goebel, whose address was the 
main event of the first morning ses- 
sion, predicted an early death for low 
interest rates on insurance invest- 
ments. Average earnings have climbed 
from a low of 2.8% in 1947 to 3.2% 
in 1952, more people are investing in 
life insurance “on the _ installment 
plan,” and net earnings of invested 
life insurance funds have reached a 
five-year peak, Mr. Goebel declared. 
“The trend that brought reduced in- 
terest earnings, and the consequential 
adjustment in life-policy forms and 
rates, may end,” he said. 

The 12-year business boom, longest 
on record, may be heading toward a 
finish, Mr. Fluegelman said in his 
talk, “Twenty-one and Sixty-three.” 
In that life insurance is a hedge against 
inflation, this outlook presents a rare 
opportunity for increased sales, he 
said. 

Moderators of panels on the first 
day were: William J. Cooper, general 
agent National Life of Vermont, estate 
planning; F. Harold Pottinger, Fidelity 
Mutual Life, programming; Harry W. 
Castleman, New England Mutual, busi- 
ness insurance; Charles J. Monarch, 
manager Commonwealth Life, selling 
weekly premium insurance; Robert P. 
Adams, Jr., Travelers, selling A. & H. 
insurance. 

E. O. Mershon, Jr., manager, Bank- 
ers of Iowa, presided at the general 
session on the morning of the second 
day. Speakers were: Jack Wardlaw, 
Provident Mutual, “Thought Plus Ac- 
tion”; Powell Stamper, assistant vice- 
president National L. & A., “Old Stuff”, 
and Mr. Fluegelman, whose talk 
wound up the convention. 


Ax May Not Fall in D.C. 


WASHINGTON—Strong _ unofficial 
indications are that the District of 
Columbia insurance department will 
be spared its independent status in 
the current reorganization of the D. C. 
government. Insurance interests have 
been opposed to proposals to include 
insurance in a local commerce and in- 
dustry department or a general regu- 
latory agency of the local government. 








Pa. Group Limits Bill Advances 

The Pennsylvania senate has ap- 
proved the bill containing the indivi- 
dual group life limit recommendations 
of A.L.C.-L.I.A. -N.A.L.U. The present 
ceiling of $20,000 per individual would 
be doubled, providing the excess above 
$20,000 was not more than 1% times 
annual salary. The bill now goes to 
the house. 

The house has approved a measure 
prohibiting any person other than a 
funeral director to contract for funeral 
services on a pre-need basis. This is 
regarded as an outlawing of “burial 
plan” schemes. 


Austin Thayer Adds Adds to Duties 
Austin Thayer, associate manager 
for Prudential at Seattle, has been 
named head of Marsh & McLennan’ s 
new estate planning department there. 
Mr. Thayer will continue in his Pru- 
dential position. Assisting him will be 


Robert Lewis, formerly with the Green 
agency of Aetna Life at Seattle. Mr. 
Lewis will be full-time in the new post. 


Newark C.L.U. Elects 


New officers of the Newark C.L.U. 
chapter are: President, Edward C. 
Jahn, general agent Connecticut Mu- 
tual; vice-president, Howard Petith, 
manager Equitable Society; 2nd vice- 
president, William Rosenthal, general 
agent Life of Virginia; secretary, Jay 
Kaplove, assistant manager Prudential; 
treasurer, Richard Huntington III, unit 
manager Equitable Society. 





Eugene De Vol, associate general 
agent at Philadelphia for National Life 
of Vermont, in reviewing the growth 
of the C.L.U. society, reported its chap- 
ters and membership had doubled in 
the past five years. 





World Has New Policy 


World has introduced a preferred 
risk policy issued in minimum amounts 
of $10,000. It is on the endowment at 
age 90 plan and is participating. Illus- 
trative premium rates per $1,000 are: 
age Bon $17.63; age 35, $23.86; age 45, 

34.27. 


DiMian Agency Open House 

More than 375 persons attended the 
ceremony marking the opening of new 
quarters at 44 Court street, Brooklyn, 
of Harold DeMian, general agent for 
Postal Life. Among those attending 
were George Kolodny, Postal president, 
and other home office executives. Last 
year Mr. DeMian’s agency won tke 
President’s quota plaque. 


e A $5 million long term loan has been 
arranged with Northwestern Mutual 
Life for construction of stores at South- 
gate shopping center in Milwaukee. 
Froedtert Enterprises is the owner. 
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How. — ppy Can You! 





(Carl Mitcheltree, Pres, 





TOP COMMISSION on 15 leading contracts. 
Long term vested renewals. Cash bonus 
and extra renewals to your agents for 
recommending new agents. 


Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL 


é 


agents can't miss! 


Youn Never Know v Until You | 
w\ g & Re fp y/  #i f 





The GOLDEN RULE COMPANY 


MONEY-MAKING SALES PACKAGES. New! 
Colorful! Dynamic! Plus a new, easy-to- 
use Brain-Book and Brain-Kit. Your 


PACKAGED TRAINING PLANS. New! Amaz- 
ingly simple! Easy to use! A quick 
money-maker for new or old agents! 


TERRITORIES: 











THE COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


Ben F. Hadley, Vice-Pres. & Sup’t of Agents 


Opportunities open it 


California. Florida 
Hlinow one, t ‘ 


Indiana, lowa Kansas, Kente 


Maryland, Michigan, North 
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John Hancock Divides 
Boston General Agency 


John Hancock has opened two new 
general agencies at Boston, formed 
from a division of the former single 
general agency. 

Frank T. Bobst, general agent, is 
located at 49 Federal street, and Robert 
B. Pitcher, general agent, at 53 State 
street. They were formerly co-general 
agents. 

Mr. Bobst has been active in life in- 
surance since he joined John Hancock 
as an agent in 1921. He served succes- 
sively as supervisor, associate general 
agent and general agent. Associated 
with him will be Clifford D. Strout, 
associate general agent; John M. 
Parker, brokerage assistant; John A. 


French, pension consultant, and Dana 
P. Hardy and Daniel C. Ryan, super- 
visors. 

Mr. Pitcher, a life member of the 
Million Dollar Round Table, has been 
with John Hancock at Boston since 
1932 and has been a general agent since 
1947. He will be joined by Pliny 
Jewell, Jr., as associate general agent; 
John H. Bishop, assistant general 
agent; Herbert Jaques, Jr., brokerage 
assistant, and Thurlough G. Ricker, 
consultant on employe benefit plans. 





Raise 4 to Staff Manager 


Prudential has promoted Stanley 
Reiser and V. C. Croddy to staff man- 
agers at Stockton, Cal., and James W. 
Sorenson has been transferred as staff 
manager to Longview, Wash., succeed- 
ing Ira Siglinger, retiring. ‘ 

Mr. Croddy joined Prudential in 
1929 and Mr. Reiser in 1951. Mr. Sor- 
enson went with the company as dis- 
trict agent in 1937, and before his 











freinsurance 


—— to Longview, was at Portland, 
re. 

Harry Caplan, promoted to staff 
manager at San Mateo, Cal., entered 
insurance with Prudential in 1941. 

All four men are veterans. 





New Penn Mutual Agencies 


at Pittsburgh, Erie, Pa. 


Penn Mutual Life has established 
two agencies in the Pittsburgh area 
and one in Erie, parirenewin i 
Pa. Kenneth W. 
Conrey, for 25 
years general 
agent at Pitts- 
burgh, is retiring 
but will continue 
as a personal pro- 
ducer. Jackson L. 
Obley and James 
B. Eckenrode, Jr., 
have been ap- 
pointed general 
agents in Pitts- 
burgh, and Earl R. 
Wingrove has been 
named general 
agent for northwestern Pennsylvania, 
with headquarters in Erie. 

Mr. Obley, with the company for 12 
years, was appointed a supervisor in 
the Conrey agency in 1949, and associ- 
ate general agent in 1951. A navy vet- 
eran, he is president-elect of Pitts- 





J. L. Obley 





— 


in 1946. Mr. Edwards, with the com. 
pany for 18 years, has been superin. 
tendent at Memphis. 


Avery Made N. W. Mutual 


General Agent for N. D. 


Paul W. Avery has been appointed 
North Dakota general agent for North- 
western Mutual 
Life. He will have 
headquarters at 
Fargo where he 
succeeds James C. 
Hays who has re- 
signed and _ will 
devote his time to 
personal produc- 
tion. 

A navy veteran, 
Mr. Avery started 
with Northwestern 
Mutual in _ its 
South Dakota 
agency. He was 
named district 
agent at Minot, N. D., in 1950. 

Mr. Hays joined Northwestern Mu- 
tual at Fargo in 1945, becoming gen- 
eral agent there two years later. 


Two New N. E. Mutual 


Father-Son Partnerships 
Two New England Mutual father- 








Paul W. Avery 











NEW YORK 


IN ACCIDENT & HEALTH 


Probably a practical answer to the 
underwriting problem you have is 
stored in our file of nation-wide experi- 
ence. We will appreciate an opportu- 
nity to share with you whatever we have 
that may be helpful. 


KANSAS CITY 


CHICAGO SAN FRANCISCO LOS ANGELES 





E. R. Wingrove 


J. B. Eckenrode, Jr. 


burgh Supervisors Club. 

Mr. Eckenrode is a member of a 
family which has represented the com- 
pany in Pennsylvania for more than 
76 years. He organized the insurance 
course at Duquesne University and in- 
structed classes for several years. After 
air force service he joined Penn Mu- 
tual in 1946. 

After 12 years’ experience teaching 
high school, Mr. Wingrove joined Penn 
Mutual in 1941. 


Southland Life Raises 
Smith to Dallas Manager 


J. Frank Smith has been named 
manager at Dallas for Southland Life. 
Mr. Smith, in the 
business 22 years, 
is president of In- 
surance Club of 
Dallas. He entered 
life insurance in 




















sively. 


no obligation. 





Prospects-Agents want it!!! 
ILLINOIS MUTUAL has it... 
HOSPITAL INDEMNIFYING PLAN! 


Offer your prospects a unique Hospital-Surgical 
policy that shows exact benefits in the hospital... 
exact amount paid for surgical work performed. 
Wide choice of plans offered, with varying premi- 
ums and benefits. Makes an attractive selling point. 
Over 43 years offering Accident, Sickness, Hospital, 
Surgical, and Medical Expense Insurance exclu- 


Desirable agency openings in Illinois, Indiana, 
» Minnesota, Missouri, Ohio and 
Agents inquiries invited .. . 


Illinois Mutual Casualty Co. 


(non assessable) 
HOME OFFICE: 411 LIBERTY ST. PEORIA, ILL. 
EB. A. MeCORD Cc. C INMAN 


Executive Vice President 














1931 and in 1939 
went with Massa- 
chusetts Mutual as 
an agent at Mem- 
phis. After army 
service he was 
named supervisor 
: : at Dallas for John 
J. Frank Smith Hancock, and in 
1949 went with Southland Life as Dal- 
las agent. 








Bankers of Iowa Names Link 


Bankers Life of Iowa has appointed 
Milton A. Link estate analysis mana- 
ger at Seattle. He had been agency 
manager there since 1939. 





Transfers for Satterwhite, Edwards 


W. L. Satterwhite, former district 
manager at Johnson City, Tenn., for 
Life & Casualty, has been promoted 
to district manager at Norfolk, Va. 
He is succeeded at Johnson City by 
H. E. Edwards. 

Mr. Satterwhite started with the 
company as an agent at Richmond, Va., 





son partnerships became effective June 
- 1 


At Denver General Agent Isadore 
Samuels took his son, Robert N. Sam- 
uels, into partnership, the new firm to 
be called the Samuels agency. Another 
son, William D. Samuels became as- 
sistant general agent. 

At Cincinnati Guy D. Randolph, Jr., 
joined his father, Guy D. Randolph, 
in management of the agency, which 
will be known as the Guy D. Randolph 
agency. 

In both cases, the changes took place 
on a day marking significant long-term 
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Highly-rated company offers un- 
usual DIRECT CONTRACT oppor- 
tunity to good producers in 
lowa, Ohio, Ark., Ind., Ky., Miss., 
and Mo. A complete line of: 


e ACCIDENT 
e SICKNESS 
HOSPITALIZATION 


Your reply held confidential. Write to: 
J. DeWitt Mills, Supt. of Agents 


MUTUAL SAVINGS 
le Snkurance 


| 5701 WATERMAN 








ST. LOUIS 12, MO. 
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—— 
gnniversaries of the senior partners as 
general agents with New England Mu- 
tual. Mr. Samuels celebrated his 30th 
year and Mr. Randolph his 25th. 

“R. N. Samuels was graduated from 
University of Michigan and served in 
the air force. He joined New England 
Mutual at Denver in 1946 and became 
agency supervisor in 1949. W. D. Sam- 
yels, also a graduate of University of 
Michigan, served with the 26th division 
in Europe. He joined New England 
Mutual in 1947 working out of Colo- 
rado Springs, and in 1951 took over the 
cashier’s department of the Denver 
agency. 

Guy D. Randolph, Jr., a graduate of 
Northwestern University, entered life 
insurance with New England Mutual in 
1947, following two years of navy serv- 


ice. 





Cook New Paul Revere 
Memphis General Agent 


Paul Revere Life has named John 
T. Cook general agent of a newly es- 
tablished agency at Memphis. 

Mr. Cook entered the business in 
1951 with Paul Revere. Before that 
he was in the banking business for 
several years, with Home Owners 
Loan Corp., and also served as a 
bank examiner for Mississippi. Im- 
mediately before entering insurance 
he operated a mortgage loan and 
puilding business at Jackson and 
Canton, Miss. 





Rejoins Lincoln National 


Colin L. Copeland, Moline, Ill., has 

been named associate general agent of 
the Jerome C. Arnold agency of Lincoln 
National at Davenport, Ia. 
Mr. Copeland formerly was with the 
Arnold agency from 1946 to 1952. Dur- 
ing that period he placed more than 
$1 million of insurance in force in ad- 
dition to serving the agency in a su- 
pervisory capacity. He is a graduate of 
University of Georgia and a veteran. 


Polly Heads New D. C. Office 


Shenandoah Life has opened a new 
ordinary branch at Washington with 
Stanley R. Polly as manager. The of- 
fice is at 909 Warner building. He is 
a veteran of the last war and has had 
previous life insurance experience. 


Ellis Now on Job In S. F. 


E. A. Ellis, recently appointed gen- 
eral agent for Pacific Mutual Life at 
San Francisco, succeeding H. Kenneth 
Cassidy, who has retired because of 
his health, has assumed his new post. 
He was general agent for the com- 
pany at Los Angeles for 12 years. 











Names Shaver at Atlanta 


Prudential, which has expanded its 
Atlanta operations to include group 
annuity plans, has appointed Bennett 
H. Shaver at that city as group annuity 
sales representative. The Atlanta of- 
fice supervises service in Florida, 
Georgia, Alabama, Tennessee and the 
Carolinas. Mr. Shaver joined Pruden- 
tial in 1950. 





Life & Casualty La. Changes 


G. T. Morrison, former district man- 

ager at Alexandria, La., for Life & 

Casualty, has been promoted to district 

manager at Shreveport, La., succeed- 

ing his brother, J. U. Morrison, who 

- retiring after 40 years with the com- 
any. 








W. C. Guillory has been advanced 
from superintendent to district man- 
ager at Alexandria. 





* Dominick Dragonetti, brokerage su- 
pervisor for the Milton agency of 
Postal Life at New York City, has 
been promoted to assistant general 
agent. He joined the company in 1950 
after four years of life insurance ex- 
perience. 


COMPANIES 


Kahaner Reorganizes 
American Mutual of Pa. 





American Mutual of Philadelphia 
has reorganized and changed its name 
to Community Mutual Ins. Co. Head- 
quarters of the company have been 
moved to larger offices at 809 Chestnut 
street. 

On April 30, 1953, Community Mu- 











Business Security Sales Plans. 
general agent will gladly show you how. 


_Jarsachusely Mutual 


ORGANIZED 1853 


tual of Pa. took over the assets, as- 
sumed all liabilities, and reinsured all 
existing policies in force of the Com- 
munity Mutual of Delaware. 

Active management of the reor- 
ganized company has been assumed 
by Charles A. Kahaner, who is also 
president of Pennsylvania Life, Health 
& Accident. Other officers of Pennsyl- 
vania Life also serve in equivalent 
capacity as officers of Community Mu- 
tual. 

The portfolio of Community Mutual 
has been revised to include hospital, 


surgical, medical and A. & H. coverage, 
including lifetime benefits. 

The company’s agency plans have 
also been revised, and the eompany 
is now doing business directly with 
general agents throughout Pennsyl- 
vania, with plans to expand into other 
states in the immediate future. 





Start Midwest, Neb., Building 

The cornerstone of Midwest Life of 
Nebraska’s new home office at 16th 
and K streets, Lincoln, was laid at a 
ceremony presided over by W. W. Put- 





d Key Man insurance: 


Sample Buy and Sell agreements, complete 


with guide and check list 


You can make money with the help of the brand new Design for 


 é Great Market! 


al career men, leading producers in 
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Brand New 
Design for Business Security 
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ere in these hard-hitting, straight-to-the-bull’s-eye 
br selling Sole Proprietor, Partnership, Close Corpora- 


Pre-approach letters that open prospects’ doors 
Attention-getting, motivating interview material 
Organized sales presentations with a punch 
Eye-opening business valuation analyses 


Direct-to-the-point, convincing proposals 
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ney, president. Governor Crosby at- 
tended. 

Mr. Putney said it is expected that 
the building will be ready for occupan- 
cy in the early part of next year. 

Others taking part were Clyde W. 
James, executive vice-president, and 
Jean R. Kinder, treasurer. 


Mich. Tax Act to Become Law 


Gov. Williams of Michigan has an- 
nounced he will allow an “adjusted 
gross receipts” tax act passed by the 
legislature to become a law without 
his signature. 

As outlined last week, agencies are 
subject to the tax on commissions 
earned. There is a flat annual exemp- 
tion of $10,000 and an additional de- 
duction of 50% of remaining “receipts” 
to care for overhead expenses. Above 
these combined totals, the remaining 
adjusted receipts are subject to a 4- 
mill levy. 

The new act has an automatic re- 
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This is the convincing record 
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Mutual Life. Mr. Watt joined the com, 
pany in 1924, and most recently ol 


pealer as of March 15, 1955, due to 
legislative belief a general tax reform 
can be achieved before then. 


COMPANY MEN 


been assistant office manager of 
actuarial department. 











Set Salary Scales in N. H. : ay 

A lin the New Zamoghive nowse oane nises Bremner. Se 
providing for establishment of salary * eeeten® ite 
increases for unclassified state officials Makes Virginia Changes of Maryland held its annual meeting 


Robert W. Bremner, formerly man- at the company’s home office. Presj. 
ager at Atlanta for Home Life of New dent is Sam Berman, Cleveland. 


York, has b a 
ee ee Canadian Health Grant 


pointed assistant 
vice-president, to Canadian Life Insurance Officer; 
assist John F. Assn. is granting 11 doctors in sevey 
Walsh, vice-presi- Canadian medical schools fellowships 
dent and agency totalling $50,000. This brings to mor 
momen. US 3 co laeeces cocaasie eee 
ife insuran 

gar rig? Canada since the Fellowship Fund ty 
h d Somes aid medical research was organized ip 

os named Ja 1949. This is in addition to funds 
S. Dudley, Jr, granted for general medical research 
Richmond mana- and education which have amounted ty 
ger. Lawrence C. more than $1 million in the last 27 
Reeves, assistant years. 
manager at Wash- 
ington, D. C., goes 
to Richmond to succeed Mr. Dudley. 

Mr. Bremner joined Home Life in 
i 1942 in the former sales planning divi- 

: sion of its agency department and three 
years later was appointed an agency 
field assistant. He went to Atlanta as 
manager in 1949, 
e o e 

Mr. Dudley joined Home Life in 1937 
at Huntington, W. Va., one of three 
members of a family with the company. 
James S. Dudley, Sr., his father, now 
retired, was district manager at Blue- 
field, W. Va., and a brother, William, is 
a field underwriter at Richmond. Mr. 
Dudley, associated with his father six 
years at Bluefield, in 1948 was trans- 


would allow the insurance commis- 
sioner between $7,500 and $8,950 an- 
nually and the deputy commissioner 
between $6,500 and $7,800. The in- 
creases would be effective July 1, and 
would not affect additional compensa- 
tion for those officials who are en- 
titled to more money because of their 
long service. 


Lotito to U. S. Life 


U. S. Life has appointed Charles W. 
Lotito general agent at Hazelton, Pa. 
Mr. Lotito entered insurance in 1948. 
He is a World War II veteran. 


















Robert W. Bremner 
Insurance Stock Comparison 


Blyth & Co. has put out a compara. 
tive study covering the 1952 state. 
ments of 80 insurance companies. For 
the first time this covers life as wel] 
as fire and casualty. 


Sellers Made Field Assistant 

Southland Life has named Lynn L, 
Sellers field assistant with headquar-} 
ters at the home office. He started with 
the company in 1952 as an agent at 
Little Rock, Ark. 















Equitable Society to Exhibit 
Equitable Society will present one 
of the three company displays at 
American Management Assn. general 
management conference, June 17-19 at 
New York. This is the first time such 
an exhibit—a regular feature of other 


of the broad confidence 
enjoyed by Atlantic Life 














Today some 60,000 individuals are entrusting 
the protection of their financial future to Atlantic. 
Life. This is evidenced faith in the soundness of 
our organization and its 53 year record of service. 





In 1952 new business paid for totaled $65,449,440. 
In 1951 the figure was $48,508,794. The gain is 
37% in one year. In the past ten years both 
_insurance in force and assets have increa 
over 100%. : 


Quality contracts, favorable rates and unex- 
celled interest in serving the individual have 
made this record possible. 





INSURANCE COMPANY 
HOME OFFICE: Richmond. Virginia — 


More than a Sladf Cortuny of Servwce & 





A $21,500,000 Tribute 





James S. Dudley, Jr. Lawrence C. Reeves 


ferred to Richmond as assistant mana- 
ger, becoming manager the following 
year. He is a veteran. 

Mr. Reeves went with Home Life at 
Washington in 1938 and in 1947 was ap- 
pointed assistant manager. He also is a 
veteran. 





Columbian National Names 
G. D. Chester V.-P., Actuary 


Columbian National Life has named 
George D. Chester 
vice-president and 


Chester, a 
fellow of Society 
of Actuaries, star- 





A.M.A. conferences—has accompanied 
a general management conference. The 
other companies are U. S. Steel and 
General Electric. Equitable’s display 
will be on modern mortality rates and 
their relation to pension planning. 





e C. Allan Stark has joined the field 
training staff in the sales department 
of Mutual Life. Mr. Stark was formerly 
a district manager for the group de- 
partment of Zurich. He is an army 
veteran. 





Eligible For Life Insurance 
Company Investment Under 
the Lows of the State of Texas 


BROADWAY PLAN BONDS 


5°o INTEREST 
PAYABLE 
£ @ SEMIANNUALLY 


16 VEARS EXPERIENCE 
OVER 300 CHURCHES 
NEVER A DEFAULT 





In a record-breaking, dramatic, 63-day drive, Woodmen field men 
and members showed their appreciation for President Farrar New- 
berry’s 43 years of service to the Society. It is also their “birthday 
gift” to the Society on its 63rd anniversary, June 6. 


Each day, membership applications poured in at the rate of more 
than 180 for some $340,000 of protection. The total count was 11,871 
applications for $21,522,886, of safe, sound, Woodmen life insurance 


protection. 


WOODMEN OF THE WORLD 
LIFE INSURANCE SOCIETY 


Omaha, Nebraska 
World’s Financially Strongest Fraternal Benefit Society 


ted in actuarial 


work in 1929 with HELP BUILD Churches NOW 





Travelers. In 1943 
he took teaching 
posts at Drew Uni- 
versity, University 
of Connecticut and 
Trinity College. 
Two years later 
he went with Con- 
necticut General 
Life’s group pension department, be- 
coming actuarial assistant in 1948 and 
assistant actuary in 1950. For 2% years 
he has been with Arthur S. Hansen, 
Chicago actuarial consulting firm. 


BROADWAY PLAN- 





419 San Jacinto Bleg 
HOUSTON, TEXAS 











G. D. Chester 





MANAGEMENT 
CONSULTANTS, 


O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 


Established 1945 


P. O. Box 101 Queens Village, N. Y. 
Phone — Hollis 4-0942 











Penn Mutual Promotes Watt 
Thomas D. Watt has been appointed 
assistant to the vice-president of Penn 
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| Assn. last week, which attracted a 
crowd of 125. 

Robert W. Osler, editor of the In- 
surance Salesman, outlined the four 
major problems of the business as: 1. 
Public ignorance of the basic princi- 
ples of A. & H. insurance; 2. A reputa- 
tion for a sharp selling and tricky ad- 
yertising practices; 3. Foolish concen- 
tration on “frequency rather than 
death coverage”; 4. A possibility of so- 
cialization of A. & H. 

Mr. Osler said the future potentials 
for growth of A. & H. are “fantastic,” 
and that the business has only begun 
to cash in on its opportunities. 

George F. Edgington of Louisville, 
associate manager and director of sales 
training for Mutual Benefit H. & A., 
talked on “The Big E’s in 1953,” stating 
that they are education, effort and en- 
thusiasm and that they add up to ex- 
cellent earnings. Touching on the 
proper attitude for agents, Mr. Edging- 
ton said they should get into the busi- 
ness enthusiastically or get out. Self- 
management is important for the 
agent, who must set his own time table 
and know where to go, who to see and 
what to say when he gets into the 
presence of the prospect. He mentioned 
also the importance of keeping records. 

Carl Lane of General American Life 
talked on business A. & H. insurance, 
stressing the importance of the ability 
of the key man to the success of a 
business, raising the question of the 
chances of management continuing to 
function if the key man is disabled. 

“In an earlier day of low taxes and 
low costs, A. & H. insurance was an 
optional method of protection,” he 
said. “Today it is the best method 
whereby a man in business can re- 
ceive tax free income and avoid crip- 
pling losses when management is dis- 
abled.” 

The concluding speaker was John 
G. Galloway, Birmingham, Ala., presi- 
dent of the International association, 
who gave an outline of the activities 
of the International and mentioned the 
need for agents to combat the forces 
that are trying to put the agency sys- 
tem out of business, including govern- 
ment, labor unions and their welfare 
plans and machine selling of air and 
railroad travel insurance. “We don’t 
need better policies; only better meth- 
ods of selling them,” he declared. 





No Action on Doctors’ Insurer 


SAN FRANCISCO—After several 
days of discussions, during which there 
were factional differences, California 
Medical Assn. apparently has reached 
no definite decision on a program 
which would include establishment of 

















a stock hospital and medical insurer. 
The association also has been seeking 
some plan whereby the present bene- 
fits of California Physicians Service 
might be paid on a different basis. 
Lack of adequate data as to doctors’ 
fees, which could be used for an actu- 
arial base, has prolonged the study. 





@ Kaiser-Permanente Health Plan, San 
Francisco, has applied for license in 
California. It will operate for the Kai- 
ser Foundation hospitals at Oakland, 
San Francisco and Vallejo, Cal. 





e A.& H. Managers Assn. of San Fran- 
cisco will hold its annual play day 
at California Country Club June 5. 


Prudential Plans 22-Sto 


A 22-story south-central home 


office 


Fla., to be started in July by Pru- 
dential and completed late next 


year, 


feet of space and will be situated 
in a 19-acre site. The structure 
will displace 14% acres, the bal- 
ance to be reserved for parking 
facilities for 750 cars and a 
promenade and recreation center, 
landscaped walks and a service 


entry. 


The building will be faced with 
limestone with the base course in 
granite. An auditorium and 
lounge will accommodate 1,000 
persons. 


building in Jacksonville, 


will have 400,000 square 





ry J acksonville Home 



























Phoenix Mutual Dividends Up 
Phoenix Mutual has increased its 

dividend scale, effective July 1. In- 

terest on dividend accumulations and 


policy proceeds remains at 3%. The 
company has also reduced its rates for 
single premium policies and five-pay- 
éent hfe plan. 


Pennsylvania Short Course 
Scheduled for July 19-24 


The sixth annual Penn State Insti- 
tute of Life Insurance Marketing will 
be held July 19-24 at State College, Pa., 
under the sponsorship of the Pennsyl- 
vania State Assn. of Life Underwriters 
and Pennsylvania State College. The 
theme is “Back to Fundamentals.” 
There will be an advanced course 
running concurrently with the basic 
course, with both classes joining for a 
banquet July 23. Toastmaster will be 
George N. Wade, manager for Ohio 
National at Harrisburg. Speaker will 
be A. J. McQuilkin, assistant comptrol- 
ler of Fidelity Mutual. 

Staff for the institute will be Hal L. 
Nutt, director of the Purdue course, 
Russell M. Logan and M. Richard 
Wetherbee, assistant Purdue directors, 
and Ralph H. Wherry, associate pro- 
fessor of insurance at Pennsylvania 
State College. Lodging will be pro- 
vided in one of the new men’s domi- 
tories. Charges for tuition and text 
material are $58 and for room and 
board (estimated) $27. 


e State Mutual Life has elected Jul- 
ian B. Bondurant, president of 
Armored Motor Service Co. of Mem- 
phis, to the board. 











Broad, 


and as sound as modern underwriting and actuarial science can make it. Backed by a 


company with 41 continuous years of experience in the substandard field, he brings 










Liberal, 
and Sound 


The Lincoln National field man offers substandard coverage as broad, as liberal, 


the comfort and protection of life insurance 
to impaired risks with expected mortality 
as high as 500%. 

Lincoln National’s broad, substandard 
coverage is another reason for our proud 
claim that LNL is geared to help its field 


men. 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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Help! Help!-The Audience, That Is 


It is probably a good time to holler 
“Uncle” to program makers. We reach 
-this conclusion reluctantly, after hav- 
ing watched rump sprung, brain bent 
audiences walk out on a few sessions 
lately. At other sessions, the audiences 
failed to show up—they went their 
weary way homeward, instead. 

The program makers have gone in 
for an excessive use of impromptu 
types of programs which are no longer 
remotely impromptu. Instead, they are 
prepared, heavy handed and time con- 
suming. The individual, one session 
program, accordionized by experts, is 
often enough with us today. But at the 
conventions the multi-person items 
are often piled so thickly one upon the 
ether that the convention attender who 
tries to take them all in goes home with 
tongue dragging and ears sagging. 

It is understandable that program 
makers, who lead a hard life, should 
try to cash in on the popularity of the 
informal presentation of a subject. But 
today some programs, almost in their 
entireties, are made up of panels, round 
tables, forums, seminars, question and 
answer sessions, etc. 

Originally, these were informal, 
spontaneous and stimulating. They 
have become formal, studied and brain 
smothering. 

The thing has, from a laudable im- 
pulse, developed into almost an ob- 
session. 

First, it was a good thing to get 
away from a series of formal talks, 
especially when (a) the program com- 
mittee couldn’t secure good speakers 
who drew crowds, or (b) when it gen- 
uinely wanted to elicit audience par- 
ticipation or get the presentation of 
more than one point of view. But now 
nothing could be less informal than a 
panel. Each speaker feels compelled to 
present his case at some length. The 
last in a line of five to seven is out of 
time and his audience out of patience. 
The latter wants to go eat. 

Second, it was a good thing to have 
some preparation. But not so much 
that all spontaneity is sopped up. There 


are too many panels and they run too 
long, so long there is neither time nor 
patience for real, spontaneous ques- 
tions and answers. 

One agreement in the business which 
would be entirely free of any anti-trust 
suspicion is to place a top limit of three 
on a panel and then only when there 
is more than one side to a question. 
One panelist can, if he is any good at 
paneling, do a good job. Article two of 
the agreement should be not to put on 
a program more than one panel a day; 
this to be on the most vital subject, not 
on every subject. If there is an unin- 
teresting subject the program commit- 
tee feels impelled to recognize, one 
person can discuss it 15 minutes and 
sit down. 

Discussion type sessions call for a lot 
less formal talk and much more time 
to develop audience participation. It is 
okay to prime an audience with a few 
questions, just to wake them up, and 
perhaps even to have a couple of an- 
swers ready in advance. But if the fore- 
runners then cannot impel the audi- 
ence to take part, maybe they don’t 
know how to conduct such a session, 
the subject is too dull, or the audience 
is too hungry. 

In recent years attendance at insur- 
ance meetings of all kinds has bal- 
looned. The tendency has been to re- 
spond by providing a little more for 
the customers—add half a day to a 
midyear meeting or fill an evening 
that used to be free. The programs for 
these gatherings always were enough 
to keep the diligent attender going 12 
hours a day. Now he is lucky if he gets 
off with 18, and he has no time for 
such monkey business as going to his 
hotel room for a wash up or for simply 
sitting and ruminating for five minutes 
on what has happened. 

And leave enough room in the con- 
vention, say half an hour here and 
another there, for it to return to one 
of its original, basic purposes—frat- 
ernizing, chatting with old friends and 
possibly making a couple of new ones, 
and just plain visiting. 


A Trend in the Right Direction 


It’s happened so gradually that it 
hasn’t attracted the attention it de- 
serves, so without any big, momentous 
occasion as a springboard, we’d like 
to pay tribute to the increasingly 
friendly and informal way in which 
the life insurance business deals with 
its public. There’s a long-term swing 
away from pompousness and arms- 
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length treatment of policyholders. The 
same goes for the way top manage- 
ment treats the agency force and other 
components in the companies. 

This trend toward greater human- 
ness in dealing with the public and in 
relationships within the business is 
decidedly to be encouraged. It not 
only makes life pleasanter for those 
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affected by it but it’s better business, 
too. The more progressive banks, for 
example, have gotten over the idea 
that the public thinks its money is a 
lot safer in an institution run by 
gentlemen with icy stares who smile 
only at the thought of getting a higher 
interest rate. Likewise, if there are 
any life company executives left who 
hide behind an aloof front they might 
as well recognize that they’re kidding 
themselves—and nobody else—if they 
figure that standoffishness is what 
they should display lest the public 
think they are too frivolous to be 
trusted with premium money. 

Of course, it’s true that the top exec- 
utives in a life company don’t come 
into contact with the public to any 
great extent, but their attitude matters 
a lot in shaping a company’s treatment 
of its policyholders and the public gen- 
erally. Nobody ever contended, even 
back when life company presidents 
wore squarer derbies and more luxuri- 
ant whiskers than bank presidents, that 
the agents were aloof and unfriendly. 
But there are a lot of contacts between 
company and policyholder that don’t 
involve the agent. In fact, the very 
friendliness of the agent can by con- 
trast make a cold, technical attitude on 
the part of a cashier or claim depart- 
ment look even worse than it is. If 
top management knows little and cares 
less about how to demonstrate an en- 
lightened and friendly attitude in deal- 
ing with policyholders, it’s pretty un- 
realistic to expect those farther down 
the line to do much better. 

What has caused the trend toward 
greater informality and friendliness, a 
general unstuffing of shirts? For one 
thing, it’s part of a trend in all lines 
of business. Many businesses, even 


some of the biggest corporations, used 
to be essentially one-man shows. The 
“one man” had usually fought his way 
to the top and one of the rewards he 
treated himself to was the luxury of 
acting as he pleased. But his succes. 
sors, more interested in conserving 
and expanding what the founder had 
built than in pampering their egos by 
emperor-like attitudes, found that 
treating the public in a high-handed 
manner could be a prohibitively ex. 
pensive luxury. Executives that per. 
sisted in it were likely to find their 
companies on the down-grade and 
themselves replaced by men with a 
better concept of getting along with the 
public. 

In life insurance, the formation of 
the Institute of Life Insurance was an 
outgrowth of this burgeoning realiza- 
tion of the importance of standing well 
with the public. In turn, the insti- 
tute has helped foster a friendlier at- 
titude toward policyholders and the 
public generally on the part of the 
companies individually, as well as the 
entire institution of life insurance. 

There has been a little tendency to 
overdo the “love that policyholder” 
attitude here and there. It is not ex- 
pected that a company correspondent 
should sound like a new graduate of 
a finishing school writing to her chum. 
Even the most enlightened company 
can sound only about so devastated 
about the policyholder’s troubles with- 
out seeming to be insincere. That’s 
even worse than coldly quoting the 
rule-book. 

But in general, most companies can 
safely keep pushing along the road 
they are already traveling toward a 
more cordial and informal relationship 
with their policyholders. 





PERSONAL SIDE OF THE BUSINESS 





Appointment of E. William Hughes, 
Jr., as manager at Jackson, Miss., 
for Massachusetts 
Mutual, to succeed 
his father, E. Wil- 
liam Hughes, was 
reported in last 
week’s late news 
bulletins. Mr: 
Hughes, Sr., be- 
comes agent emer- 
itus and will con- 
tinue in personal 
production at 
Jackson. 

He joined the 
company in 1918 
at Jackson as an agent, became man- 
ager at Memphis the following year, 
and in subsequent years was in charge 
of agencies at Rochester, St. Louis 
and Chicago before returning to Jack- 
son in 1949 to establish a new agency 


E. W. Hughes, Jr. 


Executive Editor: Levering Cartwright. 
Production Manager: Robert J. Lynch. 


Teletype CG-654 ® 


for Massachusetts Mutual. His son, a 
veteran, has been with the company 
since 1947. 





Appointment of Associate Actuary 
Everett D. Armantrout to the new of- 
fice of director of 
sales research of 
Provident Mutual 
Life, was reported 
in last week’s late 
news bulletins. Mr. 
Armantrout will 
work on. long- 
range sales devel- 
opment plans, and 
also will continue 
as coordinator of 
the company’s 
new A. & H. pro- 
gram. Mr. Arman- 
trout has been with the company 28 
years. 





E. D. Armantrout 








Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z, Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 





ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 


9801. Carl E. Weatherly, Jr., Southeastern 
Manager. 
BOSTON 11, MASS.—207 Essex St., Rm. 421, 


Tel. Liberty 2-1402. Roy H. Lang, New Eng- 


land Manager. 

CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO-—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohigemuth, News Editor; 
mad Rosenquist, Statistician. 

ALLAS 1, TEXAS—708 Employers Insurance 
paul Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—1102 Lafayette Bldg., 
Tel. Woodward 3- 2826. A. J. Edwards, Resident 
Manager. 


MOU.—605 Columbia Bank 
William J. Gessing, 


KANSAS CiTY 6, 
Bldg., Tel. Victor 9157. 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer. 
Resident Manager. 


NEW YORK 38, N. Y.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Richard F, Black, Resident 
Manager. 


PHILADELPHIA 

Room 1127, Tel. pt '5-3706. 
Fredrikson, Resident Manager. 
PITTSBURGH 22, PA.—503 Columbia Bldg.. 
Tel. Court 1-2494. 
SAN FRANCISCO 
Tel. Exbrook 2-3054. 
Coast Manager. 


PA.—123 S. Broad Street, 


4, OAR. — $97 Flatiron Bldg. 
F. W. Bland, Pacific 
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Richard F. Roth, whose appoint- 
ment aS Manager at New York City 
for Guardian Life 
was reported in 
a recent late 
news bulletin, has 
been assistant 
manager for the 
company at its 
Lasko agency, al- 
so in New York 
City. The agency 
to which he comes 
as manager form- 
erly was under the 
joint managership 
of Jerome A. Rooney and Jack Levan- 
thal, who have retired. 

Mr. Roth, who has had more than 
9 years in the insurance business, 
pegan in the life field in 1950 with the 
Lasko agency. His new appointment 
was effective June 1. 


Ralph R. Decker, 
whose appoint- 
ment as superin- 
tendent of adver- 
tising in the public 
relations depart- 
ment of New York 
Life was reported 
in a recent late 
news column, for- 
merly was mer- 
chandising adviser 
with Cecil & Pres- 
prey and divisional 
advertising mana- 
ger with General 
Electric and Gen- 
eral Electric In- ° 
ternational 


Late news bulletins recently car- 
ried a report of Rear Admiral John L. 
McCrea’s appoint- 
ment as 2nd vice- 
president of John 
Hancock following 
his retirement as 
vice-admiral on 





Richard F. Roth 





Ralph R. Decker 


June 1. 
Admiral McCrea 
served in both 


world wars and 
after Pearl Harbor 
was named naval 
aide to President 
Roosevelt and ac- 
companied the 
President to Casablanca. His ship, the 





Admiral McCrea 


' Iowa, also carried the President to 


the Teheran and Cairo conferences. 


After the last war Admiral McCrea 
was appointed chief of naval opera- 
tions and in 1952 was given command 
of the first naval district in Boston. He 
received his bachelor and master of 
law degrees from George Washington 
university and is a member of the 
American Bar Assn. and the District 
of Columbia bar. 


Howard S. Wilson, president of 
Bankers Life of Nebraska, has been 
elected treasurer of Scottish Rite Edu- 
cation Welfare Assn. 

E. M. McConney, president of Bank- 
ers Life of Iowa, has been elected 
chairman of Drake University board 
of trustees. 


Powell B. McHaney, president of 
General American Life, has been ap- 
pointed chairman of the large firms 
division of the St. Louis 1953 Commu- 
nity Chest campaign. 


DEATHS 


D. W. COOK, 69, vice-president of 
Bankers Life of Nebraska, died at 
Beatrice, Neb., following a stroke. He 
also was president of Beatrice Na- 
tional Bank there. Mr. Cook was the 
son of the late W. W. Cook, one of 
the founders of Bankers Life. A son, 
George B. Cook, is investment vice- 
president of the company. 


ARTHUR G. ULMER, 84, former manager 
at Indianapolis for Washington National, died 
in a Clearwater, Fla., hospital. Mr. er 
held his position with the company for 18 
years until moving to Dunedin, Fla., 13 years 
ago. 


CLIFFORD M. BIDDLE, 53, Paul Revere 
Life, died unexpectedly at his home at Jack- 
son, Mich., following a heart attack. He had 
been a life agent there for 23 years. 


ALFRED ROSENBLOOM, 63, agent at Roch- 
ester, N. Y., for Prudential for more than 35 
years, died after a long illness. 

















Equitable, Canada, Makes Changes 


Limited premium payment family 
income riders of Equitable of Canada 
have been replaced by riders with pre- 
miums payable throughout the term of 
the income period. Non-medical limits 
have been increased to $3,000 from age 
0 to 9, $5,000 from age 10 to 14, $7,500 
from age 15 to 35, $5,000 from age 36 
to 40 and $3,000 from age 41 to 45. Up 
to $50 per month income disability will 
be accepted non-medically. 








OBSERVATIONS 


Explains Attraction for Women 

The main factors that make insur- 
ance such an excellent career field for 
women are security, good working 
conditions, steady employment and op- 
portunity, according to Jack Bedford, 
associate professor of management at 
Armstrong College in California. 

In a recent issue of the Secretary, 
Professor Bedford pointed out that in- 
surance is first of all a safe career. 
Policies in force require constant hand- 
ling; premium notices must be sent 
out, letters must be answered, records 
must be kept of payments received and 
benefits paid. Insurance companies 
must keep a large volume of workers 
in both good times and bad. 

As a rule, he says, working condi- 
tions are well above the average, and 
insurance companies offer unusual ben- 
efits in pension and retirement pro- 
grams as well as good salaries to their 
employes. 

Employment in insurance is steady 
because insurance is not a business 
which hits peak periods of production 
and selling. 

It is possible, too, to move to a dif- 
ferent location and still not lose one’s 
job rating, as most companies have 
branch offices where the work is suf- 
ficiently similar so that an individual 
can often get a position like her for- 
mer one or even advance to a higher 
one. 

The most important requirement for 
a career in insurance, Professor Bed- 
ford states, is accuracy. An interest in 
other people’s problems, speed, and a 
liking for detail are also helpful, “but 
accuracy overshadows all else.” 








Take Time to Save Time 

Hire good quality clerical workers, 
even though they’re hard to find in 
today’s market, or else you'll soon 
have to do the hiring job over again; 
take the time to do a good training 
job even though it cuts into your other 
work; and check up on operations 
even after turning them over to a 
supervisor rather than going along 
trustingly until the routine breaks 
down. These were the main points that 
F. A. Schultz, personnel manager of 


Unity Life & Accident of Syracuse, 
made at a talk at a meeting of New 
York state fire and casualty agents 
held recently in Syracuse. Mr. Schultz 
also favors dictating machines and 
electric typewriters as more than pay- 
ing for themselves in the extra output 
per employe. 


Not Penn Mutual’s War Clause 


Penn Mutual people in recent weeks 
have been having to explain to an an- 
noyingly large number of inquiries that 
the war clause suit hinging on whether 
the Korean fighting is or is not a war 
involves the Pennsylvania Mutual Life 
and not the Penn Mutual. It couldn’t 
be Penn Mutual’s suit because (a) all 
its war clauses were abrogated in 1946 
and (b) the question of war or police 
action couldn’t have occurred even 
under the former clause because it ex- 
cluded deaths due to military action 
outside of continental United States. 


Seven Largest Have 52% 

An observant actuary noted that in 
the in-force rankings of life companies 
shown in the April 24 issue the first 
seven companies have more than half 
(52%) of the entire $307,904,446,963 
in force at the beginning of the year. 
The companies, in order of total insur- 
ance in force, are Metropolitan, Pru- 
dential, Equitable Society, John Han- 
cock,, Travelers, Aetna and New York 
Life. 


Some Talks Are Not Quotable 

Commenting on THE NATIONAL UN- 
DERWRITER’S editorial “How to Get 
Quoted in the Trade Press,” a life 
company executive remarked that 
sometimes a speaker’s failure to say 
anything worth quoting is due to a 
phenomenon observable in a good 
many political speeches: Either the 
speaker is trying to conceal the fact 
that he hasn’t a very good grasp of 
his subject or else he is trying to make 
a speech that will sound good, yet not 
commit him to either of two contro- 
versial viewpoints. 


Futia Heads Buffalo CLU’s 


Leo R. Futia, Guardian Life, has 
been elected president of Buffalo 
C.L.U. chapter. He succeeds Lewis C. 
Slesnick, Prudential. The new vice- 
president is Jaques M. Stryker, Mass- 
achusetts Mutual Life. Bernard B. 
Hoffman, Manhattan Life, is secretary. 
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s 40 Continental Assur. 967,421,590 
Life Company Rankings 41 Confederation Life 956,078,714 
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7 43 Old Republic a: 373, 
Given for 1952 44 United "Benefit, Neb. cn 897,696,144 
45 Crown Life, Canada... 836, 
(CONTINUED FROM PAGE 8) 46 Southwestern Life .. 862,361,757 
13 Mutual Benefit, N. J. 47 N. W. National .... 821,095,830 
14 Penn Mutual, P . 48 Fidelity Mutual, P. 750,722,861 
15 Aetna Life ........ . 3,097,046,266 49 Life of Virginia .. 714,556,535 
16 Conn. Mutual . . 2,447,704,141 50 Minnesota Mutual .. 633,354,843 
17 Occidental, Calif. 2,317,632,661 51 North Amer., Canada ..n.vse0 617,293,315 
18 Conn, GeNne4Ial . ......ccocssseceerssrserseses 2,103,347,045 52 Calif.-Western States... 602,694,675 
19 London Life, Cam. ..ccssecererserseee 1,692,403,717 53 Imperial, Canada ......... 597,914,107 
20 Provident Mutual . . 1,506,813,198 54 Business Men’s, Mo. 581,847,732 
21 Union Central Ohio .. . 1,498,640,8: 55 State Farm, IIl. .. 564,480,185 
22 Manufacturers, Can. 1,422,987,200 56 Ohio National 558,514,981 
23 Great-West, Can. .... ,406,408,204 57 N. A. Reassurrance, N. 540,276,800 
24 Bankers, Iowa ...... . 1,374,998,874 58 Great Southern, Tex... 534,223,390 
25 National Life, Vt. ......ssssrersseee 1,310,876,920 59 Southland Life, Texas ............... 529,780,048 
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28 Mutual Life, Can.. ....... . 1,242,741,352 62 American United, In 526,301,551 
29 National L. & A. ........... . 1,241,078,516 63 Pan-American, La. 475,647,298 
30 Phoenix Mutual, Con . 1,240,282,913 64 Dominion Life, Can. 464,629,885 
31 Amer. National, Texas . 1,234,953,1830 65 General American 455,724,873 
32 State Mutual, Mass. .... 1,232,128,267 GB Dieaternl Trrast, TD.  ..cccccccocccscsscccsese 437,237,949 
33 Equitable, TOW!  .......csscsssssesesosees 1,232,061,175 67 Berkshire Life, Mass. ..........ss0 422,770,144 
34 Acacia Mutual, D.C.  .......ccccccsses 1,199,445,292 68 Savings Bank, Mass. . 410,216,235 
35 Canada Life ..........+ . 1,175,875,576 69 Washington Nat’l. ....... 393,061,350 
36 Jefferson Standard . 1,136,666,281 70 Life & Casualty, Ten 364,363,692 
37 Home Life, N. Y. .... 1,036,836,443 71 Central, Iowa ................. 364,188,903 
38 Guardian, N.Y. .. . 1,035,897,847 72 Monumental Life, Md. . 363,703,929 
39 Pacific Mutual, Calif. 997,908,008 73 Republic National, Texas ........ 356,260,124 








ENVELOPES To Save 


“TENSION You Labor, Speed Servicé, - 
INVENTIONS telp Prevent Mistakes! 






This Tension Envelope 
Furnishes You A Record 
For Your Files 

While It’s Out Collecting! 


Here’s an easy, low-cost way to collect small 
change when a customer's mail order doesn’t 
quite “add up”: It takes just a minute—and 
two quick changes of carbon—to write the 
customer’s name on both flap and record 
tab, indicate the balance due and reason 
for the shortage. The tab tears off, goes in 
your file. The address on the flap shows 
through the window, saves extra typing, 
when you slip this envelope inside an 
“address-saver” envelope for mailing. 
Your customer knows at a glance how much 
he owes—and why. A built-in coin pocket 
makes it convenient to return small coin pay- 
ments. The name and address on the flap 
makes positive identification easy when the 
envelope returns. 

Write for a sample today! 








a Tear-Off 
Tab for Your 
Record 























Built-In 
Coin 
Pocket 
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Des Moines 14, lowa—!9!2 Grand Avenue 
Kansas City 8, Mo.—!9th & Campbell Sts. 
Ft. Worth 12, Texas—580! East Rosedale 


NAYAK) D> 
New York 36, N.Y.—522 Fifth Avenue 
St. Louis 10, Mo.—500! Southwest Ave. 
Minneapolis 1, Minn.—!29? North 2nd St. 








GENERAL AGENTS WANTED 





and South- 
Eastern States 


for: FLORIDA 


Personal Producers: 


Did You Produce $400,000 Or More Last Year? 
Did You Sell Your First Policy Less Than Five Years Ago? 
Are You Sincerely Interested In An Agency Of Your Own? 


If so, we would like to hear from you. To a limited number of Agents meeting our require- 
ments we are prepared to offer: 

1. A $3000-$5000 increase in first-year commissions. 

2. Immediate 15-year vesting. 

3. A Planned Agency Building Program. 


Write or wire: 








George T. de Hueck 
Director of Agencies 


AMERICAN BANKERS LIFE ASSURANCE COMPANY 
OF FLORIDA 


345 N. E. Second Avenue, Miami, 32, Florida 



























74 Columbian Nat’l., Mass. ........... 353,077,968 
75 Gulf, Fla. 350,607,617 
76 Commonwealth Life ...........00000 347,000,450 
77 Bankers, NeD. .......csssscsssssessssesee 341,203 

78 Manhattan Life, N.Y. sss 334,738, 

79 Columbus Mutual .. 333,257,715 
80 Security L. & T. .. 327,792,838 
81 Excelsior, Canada .. *315,295,723 
82 Guarantee Mutual, N 734, 

83 Central Standard, Il. . 301,291,383 
84 Security Mutual 297,745,923 
85 Pilot, N.C. 295,725,137 
86 Liberty National, Ala. ...........0 969, 

87 Indianapolis Life .......... 275,002,557 
88 Union Mutual, Me. ...... 273,573,482 
89 Continental Amer., De 271,162,053 
90 Lutheran Mutual, Ia. .... 269,601,824 
91 Beneficial Life, Utah . 268,416,950 
92 U.S. Life, N.Y. ......css00e 267,868,671 
93 Paul Revere, Mass. 262,370,800 
94 Provident L.& A. .. 258,591,898 
95 Atlantic Life, Va 258,552,605 
96 Ohio State ............. 249,857,967 
97 Midland Mutual, O 239,789,426 
98 Western Life, Montana 238,328,790 
99 Bankers L. & C., III. ....... « 235,351,708 
100 Northern, Wash. .........cccseeseeeeeeeee 232,147,975 


*Incl. Inc. Bonds with Return of Prem. 


A. & H., Small Companies 


Talks to Be Consecutive 


L.I.A.M.A. has scheduled two Chica- 
go spring conferences for the same 
week. The small companies conference 
will begin on Monday, March 17, at the 
Edgewater Beach Hotel in Chicago 
and will continue to Wednesday noon. 
Wednesday afternoon, March 19, the 
A. & H. meeting will open and contin- 
ue to Friday noon. 

“As a step toward reducing the time 
and expense involved in attendance 
at meetings, the association has 
planned this consecutive arrangement 
which it hopes may assist in the solu- 
tion of the problem,” Charles J. Zim- 
merman, L.I.A.M.A. managing direc- 
tor, said. 


Hold L.LA.M.A. Management 


School at Williamsburg 


The fourth L.I.A.M.A. 1953 school in 
agency management was held at Wil- 
liamsburg, Va., with 77 managers and 
agency officers from 19 member com- 
panies in the class. 

Officers of the class are: President, 
Daniel P. Capobianco, John Hancock, 
Chicago; vice-president, James N. Al- 
exander, London Life, London, Ont.; 
secretary, Kyle E. Cox, Commonwealth 
Life, Mayfield, Ky.; treasurer, R. H. 
Freeman, London Life, Toronto; ser- 
geant-at-arms, Raymond W. Bowles, 
Monumental Life, New Orleans. 

Lewis W. S. Chapman, director of 
company relations, headed the school 
staff. He was assisted by Richard N. 
Ford, director of publications; Burkett 
W. Huey, director of consultations; 
Lewis F. Youngblood, senior consult- 
ant, and Donald Bramley, consultant. 
Stuart C. Ferris, Charles K. Reid, II, 
and Stanford Y. Smith, recent additions 
to the company relations staff, were 
also in attendance. 


Offers New 5-year Term 

Connecticut Mutual has announced 
a new 5-year renewable and convert- 
ible term policy. It is renewable with- 
out evidence of insurability at the end 
of each 5-year period but not beyond 
age 65. Two conversion privileges are 
available up to age 63. 

This is a participating policy and 
the usual dividend options are avail- 
able except that dividends may not be 
used to purchase paid-up additions. 
Disability waiver and additional in- 
demnity agreements are available with 
this policy. 


Hear Stoakes at L. A. 


Kenneth Stoakes, general agent of 
Loyal Protective Life, was the speak- 
er at the meeting last week of Los An- 
geles A. & H. Underwriters Assn. His 
subject was “Approach and Sales Pres- 
entations.” Mr. Stoakes emphasized the 
need for activity on the part of agents, 
saying they must make more contacts 
and analyze their prospects. He sug- 
gested the use of mail and telephone, 
and said the agent must disturb the 
prospect and not duck the word “in- 
surance.” 

William E. Libby, 





Massachusetts 





Protective, and Nadine Fuller 
elected delegates to the Internati 
association convention at Chicago. 


C.L.U.-L.U.T.C. Plan Set 


for Prudential Managers 


Information files on American 
ciety of Chartered Life Underwrite, 
and Life Underwriters Training Coup, 




















IN. J. 
Lure 


cil have been prepared for Prudentiy 
managers. The files contain all pert. here 
nent folders, forms and calendar datg ing fea 







released by the organizations, to e,. 
able the company’s managers to 
interested candidates full particulars 

Bound copies of the plan were pre 
sented to Benjamin N. Woodson, map. 
aging director of L.U.T.C., and H 
Krueger, regional vice-president of th 
society. Mr. Woodson said: “This 
well be taken as a model comp 
program for the motivation of life wy. 
derwriters into a continuous and pro 
ductive personal improvement pr. 
gram.” 





Price of Aetna Life Policy 
Nearly Same as in 1853 


The price of $1,000 of life insurance 
is about the same today as it was 10 
years ago, an examination of the first 
rate book issued by Aetna Life, observ. 
ing its centennial this month, shows 
In 1853, when the company was found. 
ed, a 30-year-old man could buy $1,000 
of ordinary life insurance for $18.40, 
compared to today’s cost of $18.37. 

Then, the straight life policy was one 
of only three sold by Aetna Life, the 
others being seven-year and one-year 
term policies. Today 60 different poli- 
cies are written by the company. 

The amount issued by the Aetna Life 
to new applicants last year averaged 
$8,500, in contrast to $2,000 in 1853. 





Franklin Names Breslin 


Edwin R. Breslin has been named 
general agent at Worcester, Mass., for 
Franklin Life, to be in charge of the 
New England states. He entered insur- 
ance in 1949 in Boston and last June 
opened his own agency at Worcester. 
He is a veteran. 





Picture Correction 


An error in last week’s issue placed 
the picture of Walter J. Shields, named 
by Equitable of Iowa as general agent 





Ralph H. Patton Walter J. Shields 


at Spokane, with the story of the ap- 
pointment of Ralph H. Patton, who has 
joined Berkshire Life as supervisor 
of its new special pension trust section. 





Davis, Hohaus New Titles 


Malvin E. Davis and Reinhard A. 
Hohaus have each been advanced to 
vice-president and chief actuary of 
Metropolitan Life. The word “chief 
was inadvertently omitted from the 
late news bulletin in last week’s issue. 
Their former titles were vice-president 
and actuary. 





Arthur Smith Returns to Post 
Arthur Smith has returned to the 
service of the Illinois insurance de- 
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partment. He has been with the A. M. 
Best organization at Chicago since his 
previous connection with the insurance 
department under Governor Green. He 
is a brother of Raymond Smith, who 
is vice-president of the A. M. Best Co. 
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There are some admittedly disturb- 
ing features in the current business 
news but “it seems 
to me that a careful 
weighing of the evi- 
dence now available 
indicates a period of 
continued prosperity 
for the United States 
during the coming 
year,” Executive 
Vice-president Har- 
old M. Stewart of 
Prudential told a 
six-association sales 
congress at Newark. 

There is a good 
deal of misunderstanding about the 
expected level of government expen- 
ditures during the coming year, said 
Mr. Stewart and what the Eisenhower 
administration is doing to effect econ- 
omies has led many people to assume 
that government expenditures in the 
coming year will fall below their pres- 
ent level. 

“Actually, total government expen- 
ditures—federal, state and local—may 
rise somewhat in the coming year,” 
said Mr. Stewart. “The cuts which the 
Eisenhower administration is making 
are cuts from the Truman budget—a 
budget which had planned to increase 
spending substantially above present 
levels.” 

It is going to take some time and 
plenty of courage for the present ad- 
ministration to get federal finances 
back on the track and under control, 
Mr. Stewart pointed out. At the same 
time, state and local government ex- 
penditures on schools, highways, etc., 
will probably increase during the com- 
ing year. He said it is therefore 
obvious that those who predict a re- 
cession during the coming year because 
of an alleged decline in government 
expenditures simply have not analyzed 
the situation very carefully. 

‘J e e 
Mr. Stewart said that with continued 
government purchases, rising consumer 
purchases, and only a slight softening 
in capital goods and housing expendi- 
tures, the over-all business picture for 
the coming year looks reassuring. 
There will continue to be a large and 
growing population with good incomes. 
It is these people and these incomes 
that form the market for life insurance. 
With continued full employment and 
good earnings, total personal income 
of the United States will rise to an 
annual rate of $290 billion in 1954, he 
said. Consumer purchases of goods 
and services may well reach an annu- 
al rate of $235 billion, 444% above the 
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present high level. There may be a 
decline in business expenditures on 
plant and equipment and a small re- 
duction from the present high level of 
home purchases but Mr. Stewart be- 
lieves the rise in consumer purchases 
will more than offset these soft spots. 

As for the outlook in New Jersey, 
Mr. Stewart said it was at least as 
good as for the economy as a whole. 
Production in the state’s industries is 
setting new records and electric power 











‘Sales, a good over-all production index, 
are 13% ahead of a year ago. In the 
‘first quarter of 1953 there was an 11% 


|N.J. Agents Told How fo Beat Recession Fear, 
lure of Stocks and Mutual Fund Shares 


rated. There is a remarkable oppor- 
tunity for selling key-man and close 
corporation insurance as well as other 
types of business insurance. 

Despite the generally accepted idea 
that the eastern part of the United 
States is growing less rapidly than 
other sections, New Jersey has in- 
creased in population 20% in the last 
decade, slightly better than for the 
country as a whole. Family heads 
average $4,100 a year, about 20% above 
the national figure. Income per family 
is close to $6,000 per year, also about 
20% above the national average. Life 
insurance per family runs about 40% 
more than the national average. 

This might seem as if there were 
less market for additional sales but 
increase in new businesses incorpo- 


studies have established that those who 
already own life insurance are more 
likely to buy again and buy in larger 
amounts, said Mr. Stewart. 


ANTI-STOCK AMMUNITION 


Telling the agents how to steer their 
prospects away from stocks or mutual 
fund shares, Michael P. Coyle, Phoenix 
Mutual, New York City, gave some 
useful facts with which to contrast the 
guaranteed security of life insurance 
with the unpredictable vagaries of even 
the blue-chip stocks. 

For the fellow who is thinking of 
buying stocks, Mr. Coyle advised, 
“Worry him with something like the 
following: Does he know that there 
was an 18-point swing between high 
and low in Telephone in 1951 alone? 
Does he know that one of America’s 
great steel companies (Crucible Steel) 
in the middle of the greatest activity 
the steel world has ever known passed 













its dividend for two years and the stock 
slumped to 14? Does he know about 
U.S. Steel preferred? . Judge Gary, 
former chairman of the company, once 
said that he could envision no greater 
tragedy than the passing of the Steel 
preferred dividend. Does your pros- 
pect know that Steel preferred passed 
its dividend for seven years between 
1932 and 1939? What happened to the 
people who bought this blue-chip stock 
depending upon its income for their 
retirement program or the benefit of 
their wives and families? No doubt 
they had to dip into their capital ac- 
count to sell the Steel preferred. The 
stock slumped in those years from 140 
down to the low 70s. 

“Does your man know about Liberty 
4, selling at 75 on the floor of the New 
York Stock Exchange in 1932 and 1933, 
U.S. government credit selling at a 25% 
discount? Does he know about Atchi- 
son, Topeka & Santa Fe bonds passing 
their interest back in those years? I’m 


PROVIDENT LIFE PRODUCERS AGREE... 
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It takes both 
halves to cut a 
successful sales record 


PROVIDENT LIFE & A 








A life producer’s sales incentive is something like a pair of scissors—it 
consists of two vital halves, one not much good without the other. One 
half is a complete line of salable life plans to fit every need. ... The other is 
an agency contract which turns the resulting sales into a substantial income. 


The Provident Life Producer is provided with both of these vital halves 


from the first day of his selling career. 


Most of his sales plans are already programmed in a clearly presented 
package—each designed to meet a specific need. His agency contract pro- 
} vides an income to meet both his present and future financial requirements 
# —a liberal scale of first-year commissions, nine renewals, service fees, a 


persistency bonus, group insurance, and a non-contributory pension plan. 
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You will find it pays to be friendly with 


“PEOPLES LIFE 


INSURANCE COMPANY 


From the day the corner stone was laid, forty- 
six years ago, the builders of Peoples Life have 
made a dream into a tangible reality—a com- 
pany whose methods of business, policy con- 
tracts and friendly service, and cooperation 
with their underwriters are second to none. 


Figures and achievements over the years are 
proof of the uncompromising standard of 
honesty, the unselfish desire to be of service 


the triumphant fact that Peoples Life, 


sturdy as the oak, stands ever ready to con- 
tinue the guaranteed protection of life insur- 


regardless of conditions. 


‘) PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 


Indiana 


not talking about cats and dogs here— 
I’m talking about the cream of the crop 
—some of the finest securities listed. I 
understand there are presently only 
five or six stocks selling at better than 
1929 price levels. One is duPont and 
the other is Leman Corp. 

“Listen to some of these examples: 
Last year American Smelting sold at 
53 and it’s presently selling at 38%. 
Anaconda 5534, presently selling at 38. 
Celanese Corp. 515 presently selling at 
26. Commercial Solvents, 351%, pres- 
ently selling at 17%. National Distillers 
341%, presently selling at 19%. 

“These are just a few examples of 
what has happened to some of our 
better quality stocks. 

“How do you suppose the man who 
bought some of these securities as an 
inflation hedge now feels about his 
judgment?” Mr. Coyle asked. ‘“Doesn’t 
it boil down to this? Stocks are no 
hedge unless you pick the right stock 
in the right industry and do it at the 
right time. As a matter of fact, the 
best investment today are not stocks 
and properties that in some cases are at 
all-time highs but dollars, which are 
at an all-time low. Save cheap dollars 
now in life insurance so that when the 
cycle repeats itself you will have a big 
basket to catch those stocks that are 
being thrown away.” 

Mr. Coyle also blasted the claims of 
mutual funds, with their supposed ad- 
vantages in diversification of invest- 
ment and professional management. 

“You can be diversified in the wrong 
industry, too,’”’ he pointed out. ‘What 
about funds that bought the chemical 
and oil stocks last year? The chemicals 
fell out of bed and one investment 
trust had 80,000 Amerada, which 
dropped from 234 to 169. 





“As to appreciation, an examination 
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of one of the better managed and bet- 
ter promoted funds reveals that its 
closing value as of December, 1951, 
was exactly unchanged from its clos- 
ing value as of December, 1945—this 
during the most lush years in Ameri- 
can industry. During the same years 
the purchasing power of the dollar de- 
clined from 83 cents to 57 cents. It 
would seem to me, therefore, that their 
claims as a hedge against the declining 
value of the dollar do not stand up on 
the basis of performance.” 

Taking the actual record of what he 
termed one of the better situations and 
one of the most aggressively merchan- 
dised funds, which he did not identify 
by name, Mr. Coyle put a chart on the 
blackboard showing that a buyer who 
bought shares in this fund in 1945 
would have had a 48% better apprecia- 
tion by 1952 if he had just bought a 
cross-section of the stocks in the Dow- 
Jones averages. 

Here is his year-by-year comparison 
of the mutual fund and the Dow-Jones 


averages: 

Year Fund Dow-Jones 
1945 100 100 
1946 91 89 
1947 83 91 
1948 81 90 
1949 89 102 
1950 95 118 
1951 100 140 
1952 104 152 


Mr. Coyle said that another pertinent 
observation is that during prosperous 
times mutual funds themselves help 
push stock prices to higher peaks. A 
falling market would find them with 
a demand for cash from their cus- 
tomers and thus unable to buy stocks 
at attractively low levels. Also, be- 
cause of the higher interest rate the 
mutual funds emphasize, they are 


—<—— 


forced to maintain positions in stodgy 
that usually have a higher divide 
return and because of this are subjeq 
to more than average fluctuation. 

Mr. Coyle made it clear that he dog 
not oppose investments in stock 
mutual funds for the man who hg 
adequate life insurance and annuitie, 
and a home paid for. “My remarks are 
principally intended to refute the up. 
fair comparisons frequently made by 
security salesmen with respect to life 
insurance,” he said. 

“If the buyer still insists on mutual 
funds, let’s talk his language,” he 
urged. “Ask him if he would be ip. 
terested in a guaranteed mutual fund, 
one wherein his losses were limited, 
wherein a guaranteed profit accrue 
each year completely free from 
one that at maturity would guarantee 
him at least twice as much income for 
life as any other sound investment, a 
fund that is beautifully diversified as 
to investments and very professionally 
managed and one that for a small extra 
charge each year would guarantee jn 
the event of death or disability the 
complete sanctity of the fund. Yes sir, 
I’m talking about a retirement income 
policy. We were mutual long before 
they were ever heard of. They prob- 
ably borrowed the name from us. Let's 
give them some of their own medi- 
cine.” 

G. M. Barry Morton, Manufacturers 
Life, Montreal, warned against the 
temptation to waste valuable selling 
time during the “coffee hour.” He also 
talked on proper work habits, including 
getting into the office at least by 9 am. 
Mr. Morton has sold at least 100 lives 
each year since entering the business 
28 years ago and more than 50 of his 
first year’s 100 buyers have bought 
$50,000 or more from him. He esti- 
mates that he has sold about $3 million 
on the first 100 people he sold. He 
contacts each of his policyholders at 
least once a year and now does almost 
all of his business with clients. 

Other speakers were Sidney Smith, 
manager Equitable Society, New York 
City; Robert B. Greene, Metropolitan 
Life, Paterson, N. J.; and B. N. Wood- 
son, managing director of National 
Assn. of Life Underwriters. 

Organizations cooperating in the 
sales congress were Bergen-Passaic, 
Elizabeth, Hudson County, Lakeland, 
Northern New Jersey, and Plainfield. 


Weil Leads Pacific Mutual 


Lewis Weil, supervisor at Corpus 
Christi for Pacific Mutual Life, was 
his company’s nation-wide April lead- 
er in new insurance in force. His vol- 
ume nearly doubled his runner-up. Mr. 
Weil has been with Pacific Mutual 
since 1949. 








Agents’ Benefits Liberalized 


Great Southern Life has liberalized 
three benefits under the agent’s bene- 
fit plan, effective July 1. They affect 
qualifying agents and dependents, 
without any revision upward in qual- 
ification requirements. 





Accuse L. A. Agent of ‘Twisting’ 


Ralph M. Sweet, Los Angeles agent, 
is accused by the California department 
of violating the ‘ section of 
the insurance code and has been noti- 
fied to appear for a hearing at a date 
to be set. 

The accusation sets forth that he rep- 
resented to J. L. Chase and C. C. Chase, 
brothers, that it would be to their ad- 
vantage to transform their whole life 
policies into term policies and that he 
could secure the latter in companies 
other than those in which they had 
whole life policies. 
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Tells Why Employes Quit: 
What Can Be Done About It 


(CONTINUED FROM PAGE 5) 
himself do nearly all of the important 
work. As a result, most of the other 
employes had jobs that were too easy 
and too uninteresting. Since they had 
peen selected initially on job specifica- 
tions that called for statistical knowl- 
edge, initiative, industry, and like 
characteristics, many of them quit as 
soon as they had the situation sized up. 

In another company, the breakdown 
of figures by department showed that 
all departments were having a bad time 
with turnover. But a breakdown of 
the “quits” by length of service showed 
that almost all were people with less 
than 18 months of service. Here the 
solution was in a brief but well- 
planned orientation program for the 
new employes. Within a year the quit 
rate on this junior group had been cut 
by more than half. 

One factor that we have run across 
makes for high turnover the sociolo- 
gists would classify under group asso- 
ciations. 

It came sharply to our notice in two 
companies hundreds of miles apart, 
which had moved from downtown to 
suburban locations. In each case some 
15% of the lower salaried employes 
did not make the move and had to be 
replaced. 

After a short time it was noticed 
that turnover jumped greatly over 
what had been the rate at the down- 
town locations. 

The companies discovered that their 
personnel directors had made strenu- 
ous efforts to recruit female help from 
the new suburban neighborhoods. This 
they had each succeeded in doing. 

But these new girls came from better 
homes; had gone to better schools; few 
needed their salaries for support; none 
made any financial contributions at 
home; they dressed better and lived 
better than the great majority of the 
“old” girls. 

Mutual resentments and antagonisms 
sprang up among the two groups of 
employes. Tight little cliques were 
formed. To add to the confusion, al- 
most all the better jobs that had opened 
up had been filled by the “new” girls; 
by accident in one case, by design in 
the other. To say the least, the situa- 
tion in these companies was not whole- 
some. 

As a practical matter, what could 
have been done to prevent or ease 
these strained personal relationships? 

An attempt could have been made to 
pave the way for the “new” girls by 
careful discussion with supervisors be- 
fore the companies moved. In turn, the 
supervisors could have briefed all 
their own subordinates on the need 
for getting replacement personnel from 
the areas around the new locations. As 
the “new” girls were hired, they could 
have been oriented to the need on 
their part to make some minor adjust- 
ments to their jobs and to their new 
associates. An organized orientation 
program could have been used; and 
each “new” girl could have had an 
“old” girl appointed as her sponsor. 
Promotion to the better paying jobs 
should have been based on merit and 
qualifications, of course. 

There still would have been a prob- 
lem of personal adjustments for a long 
time, until the “new” girls had become 
a part of their individual units and 
departments. This is what did happen, 
eventually. But a good deal of difficulty 
could have been avoided if a few pre- 
cautions had been taken in advance. 


This is only one example of how dis- 


‘regard of social patterns and back- 


grounds can cause trouble. Attention 
must be given as well to such other 
placement factors as age, sex and pre- 
vious work history. 

Placing just a few older women on 
routine jobs where there are many 
higher-ranking jobs held by very young 
girls has caused discussion and unrest. 
The same thing has happened when 
only a few young girls were assigned 
to departments where most of the per- 
sonnel were over 35. 

2 e ® 

Introducing women into jobs form- 
erly held only by men may create 
serious disturbance. For instance, in 
one company a competent woman em- 
ploye was given the job of field audi- 
tor. There were 10 other field auditors, 
all men. Within six months one of the 
men had quit and two others had ap- 
plied for transfer. 

There was no criticism of the woman 
employe, either as to her ability or 
personality. She was quiet and efficient 
in her job. But the men were sub- 
jected to intense “kidding” by their 
associates in both home office and 


branch offices. They felt the company 
had downgraded the importance of the 
job by assigning a woman to it. While 
only three of the men took any action, 
the others all were unhappy about it 
as well. 

People like to progress. They like 
to feel that they are getting ahead, in 
knowledge as well as in salary. One 
medium-sized company has a turnover 
rate so good that it would be outstand- 
ing even in an easy labor market. 

A large percentage of its staff is 
under training of one kind or another, 
most of it on company time—on-the- 
job training; classes in principles of 
insurance; special studies at local 
schools and colleges financed in part 
by the company; personal coaching by 
supervisors and officers; correspond- 
ence courses. : 

Regular reports come in from each 
supervisor on the training status of his 
employes. These are verified by the 
personnel officer through contacts with 
the supervisors. And quite often with 
the employes. 

As you might expect, this company 
has a well-rounded personnel program. 
But this steady training program is 


one of the chief reasons for its low 
turnover. It gives both an outlet for 
intellectual energy and an improve- 
ment goal to each ambitious employe. 
This helps to bind him more closely 
to his company and to his job. 

Right along this line is another aid 
to arousing interest in the job (which 
in turn is a favorable factor in the 
turnover problem). We all have a 
Galley 7 
competitive urge within us. Companies. 
can capitalize on this competitive urge 
by posting production and performance 
records that give effect to the team 
spirit. 

An A. & H. claim department was 
under heavy fire from agents for poor 
service. There were no serious com- 
plaints about the fairness of the set- 
tlements that were made. What did 
upset the agents was the time it took 
to process claims. The officers found 
that the agents were right. Service was 
slow and a heavy backlog of work 
seemed to be getting bigger instead of 
smaller. 

The department was split into four 
groups, and “Operation Catch-Up” was 
started. The president made a speech 
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“To a large degree it has been the salesman 
who has brought about the present high 
standard of living in the United States... . 
“Prudential will always be a salesman’s com- 
pany.” So said Prudential’s President Carrol 
M. Shanks during the recent “President’s 
Club” conference in Palm Beach. 


In the life insurance business, as in other 
industries, the salesman is the all-important 
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CONFERENCE 


IN PALM BEACH, FLORIDA 


President Shanks (left) greets Pru- 
dential Agent Jimmy Adkison at the 
recent conference. 


SALESMAN: a man with a good past... and a bright future! 
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link between producer and consumer. 


The Prudential life underwriter’s role is one 
of selling . . . selling the advantages of life 
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as a man of integrity. He has done both 
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to the department that was inspira- 
tional rather than critical; the groups 
were given names; a target date was 
established; a special poster was set 
up to show the performance of each 
group. The drive was so successful 
that the target date was met with 
ease. Further, the department was 
reorganized somewhat along the four- 
group lines, with certain modifications. 
Publicity on work-output was main- 
tained, with good results. The bulk 
of agents’ complaints now relate to 
the equity of settlements, which is 
normal. Everyone is greatly relieved— 
including the agents! 


Many companies extend this recog- 
nition principle to individuals. “Serv- 
ice” and “suggestion” awards are usual 
in most companies. But these can be 
supplemented in many ways. A pat 
on the back from a supervisor or an 
officer for a job well done; some men- 
tion in the company bulletin or maga- 
zine; a letter or memorandum from 
the president on a promotion or a sig- 
nificant anniversary. All of these 
things are used to make the employe 


identify himself with his company and 
what it means to him. 

Even good employes have “gripes” 
from time to time. How these griev- 
ances are handled can well decide 
whether the employe will quit or stay. 
The solution is twofold. The company 
must set up the complaint procedure. 
The supervisor must apply it. 

The pattern in several companies is 
this: An official policy, translated into 
a grievance procedure; a careful review 
of it with supervisors; continuous sup- 
port from the personnel officer. 

Often an employe just wants to “say 
his piece.” After he has done this he 
feels a lot better—even if the cause 
of his complaint still remains. On the 
more positive side, an official proce- 
dure can help to show up faults in 
company practice or correct poten- 
tially bad situations before they cause 
real trouble. 

Most insurance companies have good 
health, welfare and pension programs. 
Wherever possible, they do what they 
can in the way of cafeteria and recrea- 
tional facilities. But when checking 
into possible causes of high turnover, 
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it is well to look into these items. It 
may be that on some important point 
the program could be improved. 

Because the matter of salary is put 
last on this list does not mean it is 
least important. Not at all. A good 
salary administration plan is essential 
in any company these days. It is the 
best way we know to keep your sal- 
aries competitive and yet control salary 
costs. Job evaluation and merit rating 
plans are needed to insure that your 
salaries are consistent, both with go- 
ing rates outside and job values inside. 
Of the two, the internal relationship 
is the more important. 

It is a fact, though, that most people 
put great stress on the financial aspect 
of company personnel policies when 
they are looking for the causes of high 
turnover. But many times it is in the 
non-financial area that the true causes 
will be found. ‘ 

Employes tend to quit for reasons 
that are opposite to those that make 
them want to stay. When turnover 
rates are high, a good analysis plan is 
this: Break down over-all company 
ratios to get the facts; check super- 
visory performance; review selection 
and placement policies; look over the 
grievance and promotion procedures; 
examine training practices; find out 
what you can about employe morale; 
compare your benefit programs; study 
salary administration methods. 

If a company does all these things, 
it is likely to find out more than the 
answer to the question, “Why do our 
employes quit?” 


Gulf Life Stock Issue Is 
Now Registered with SEC 


Gulf Life has registered a secondary 
offering of its common stock amount- 
ing to 999,216 shares with Securities 
& Exchange. This is one-half of the 2 
million shares that will be outstanding 
when the present stock is split 8 for 1. 

Equitable Securities Corp. and R. S. 
Dickson & Co. bought 150,000 shares 
of Gulf Life in March for about $116 
a share. This is equivalent to $14.50 
per share after the split. 

It is rare if not unique to have an 
issue of life company stock go through 
SEC. It is believed that there has never 
been a life company making an offer- 
ing of its own stock that required SEC 
clearance and there have been few if 
any transactions in outstanding stock 
of life insurance companies that have 
gotten into the SEC orbit. 








Conn. Mutual Data Omitted 


New business and in-force figures 
in 1952 for Connecticut Mutual were in- 
advertently omitted from the Michigan 
figures published in THe NaTIoNAL UN- 
DERWRITER for May 15 and from the 
Indiana figures in the May 22 issue. In 
Michigan the company had $10,230,- 
718 in new business and $100,709,924 
insurance in force at the year-end. In 
Indiana the corresponding figures were 
$6,603,054 and $56,642,315. New busi- 
ness figures include business revived 
= increased as well as business paid 

or. 





Train Pru’s Minn. Staff 


MINNEAPOLIS—tTraining of local 
help for the new regional offices of 
Prudential are in progress at temporary 
Minneapolis offices. About 50 employ- 
es from Newark have arrived to train 
the locally-hired help. Harvey Mitchell 
is in charge of the instruction. 





Canada Life Raises Dividends 
Canada Life Assurance Co. has an- 
nounced increase in the dividend scale 
for single premium life and endowment 
and single premium retirement income 


—— 


policies on the rates adopted in 1952, 

Interest on accumulating dividents 
and on policy proceeds left under set. 
tlement options which provide for the 
payment of excess interest will contin. 
ue at the rate of 3% or guaranteed 
rate if higher. 


N.E. Mutual Holds Midwest 
Estate Planning Parleys 


Some 75 New England Mutual men 
in the Cincinnati area and 90 in the 
neighborhood of St. Louis attended the 
fifth and sixth sessions of the com- 
pany’s current series of two-day estate 
planning conferences. 

The conferences are aimed primarily 
at the “middle level” of agents—those 
who are neither new to the business 
nor at the top of the ladder. 

Sessions are devoted to principles 
and techniques of estate planning, 
“roomhopping” sessions and panels on 
business insurance and pension trusts. 

In Cincinnati, Edward W. Nippert, 
vice-president and trust officer of 
Fifth Third Union Trust Co.; Hubert 
T. Campbell, attorney; Clifford C, 
Wharff, general agent in Columbus, 
and William B. Hardy of Cincinnati 
were on the program. 

Participating at St. Louis were Rich- 
ard T. Weidert, Mercantile Trust Co,; 
Robert W. Chubb, attorney; Edward 
G. Mura, general agent at Kansas 
City, and Richard T. Stith, Jr., super- 
visor at St. Louis. 

Members of the home office staff 
who are conducting the conferences 
are Charles F. Collins, 2nd vice-presi- 
dent and agency secretary; Robert J. 
Lawthers, director of benefits and 
pension business; Albert H. Curtis, di- 
rector of field training; Thaxter P. 
Spencer, manager pension business de- 
partment, and Merton E. Sayles, as- 
sistant superintendent of agencies. 


Prohibition Writ Denied 
in United “Ad” Case 


The district court of appeals at San 
Francisco has denied the petition of 
Commissioner Maloney for a writ of 
prohibition to prevent Superior Court 
Judge Wollenberg from further pro- 
ceedings in the temporary injunction 
granted United of Chicago, restraining 
the commissioner from interfering 
with the operations of the company in 
respect to its advertising methods. 

In denying the petition the appellate 
court said the commissioner’s proper 
course was to appeal from the decision 
of the lower court. 


To Tap New Indian Blood 


The Pamunkey tribe of real Indians 
will hold a ceremonial and initiation 
of the new members at San Francisco 
June 10 during the convention of Na- 
tional Assn. of Insurance Commission- 
ers. This is expected to produce an 
influx of much new Indian blood and 
money into the tribe from the Pacific 
Coast area. 


Hold C.L.U. Exams June 10-12 


C.L.U. examinations will be given 
June 10-12 on 125 college and univer- 
sity campuses. In New York City alone 
more than 400 people will gather at 
New York University to take their 
examinations. Small centers have been 
established in such far away places 
as Switzerland, Germany, Pakistan and 
Hawaii to accommodate candidates in 
those countries. 

















Boston Trust Council Elects 


Boston Life Insurance & Trust Coun- 
cil has elected Ralph W. Ferguson, 
trust officer Boston Safe Deposit & 
Trust Co., president; Herbert W. Flor- 
er, general agent for Aetna Life, vice- 
president; Charles H. Deming, Nation- 
al Shawmut Bank, treasurer; and Wil- 
liam C. Coogan, Cambridge, Mass., sec- 
retary. 
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ASSOCIATIONS 
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Tonkel Takes Reins 
of Mich. Association 


Ernest R. Tonkel, general agent of 
Ohio National Life at Grand Rapids, 
was elected president of Michigan 
Assn. of Life Underwriters at its an- 
nual meeting at Detroit. He succeeds 
Louis Pohl, Life of Virginia, Pontiac. 

Roy Mathews, Wisconsin National 
Life, Flint, was reelected a vice-presi- 
dent. New vice-presidents are Shirley 
Wayburn, New York Life, Detroit; El- 
wyn Reed, National Life of Vermont, 
Battle Creek, and N. Earl Pinney, Mu- 
tual Benefit Life, Detroit. Harold C. 
Brogan, Ohio National Life, Lansing, 
was reelected secretary. 

The association will hold its annual 
leadership training school for new local 
officers July 1 at Michigan State Col- 
lege, East Lansing. The new officers 
will serve as instructors. 


L. A. Life Agents to Fete 


Charleville at Annual 


Highlight of the annual meeting of 
Life Underwriters Assn. of Los An- 
geles will be ceremonies honoring 
Joseph Charleville, managing director, 
on his retirement after more than 25 
years with the association. The tribute 
will be voiced by Fred C. Hathaway, 
who was president in 1928 when Mr. 
Charleville joined the organization. 

The following will be presented for 
election: President, Edward Neisser, 
Massachusetts Mutual Life; 1st vice- 
president Robert B. Ogden, Occidental 
Life; 2nd vice-president, Fred W. 
Pierce, Connecticut General; secretary, 
Charles P. Houseman, Guardian Life. 
Outgoing president is Jack White, Pru- 


dential. 








Indianapolis Agents Elect 


Indianapolis Assn. of Life Under- 
writers has elected Leon Lawhead, 
general agent National Life of Ver- 
mont, president. 

James T. O’Neal, manager Great- 
West Life, was elected 1st vice-presi- 
dent; Vincent I. Ryde, Connecticut Mu- 
tual Life, 2nd vice-president; Robert 
E. Halfaker, Empire Life & Accident, 
secretary, and William H. Bull, Aetna 
Life, treasurer. 


Ladd Is Boston President 


Merlin J. Ladd, New England Mut- 
ual Life, was elected president of Bos- 
ton Life Underwriters Assn. at its 
annual meeting. He succeeds William 
R. Robertson, Massachusetts Mutual 
Life. 

Robert E. Turner and P. Russell 
Thompson were named vice-presidents, 
and Alfred E. Richardson, Jr., treasur- 
er. 

Speaker was Harry C. Copeland, Jr., 
general agent for Massachusetts Mutual 
Life at Syracuse, N. Y. 


Elect McClung at Dallas 


Elliott McClung, Southwestern Life, 
has been elected president of Dallas 
Assn. of Life Underwriters. 

Other officers are J. E. Bailey, 
American National, 1st vice-president; 
W. Pete Whaley, Aetna Life, 2nd vice- 
president; Mrs Mary B. Gowdey, 
United Fidelity Life, secretary, and 
W. F. Wood, Southland Life, treasurer. 





Arrange Texas Leadership School 


Texas Assn. of Life Underwriters 
will conduct its leadership training 
school for new local officers June 25 
at Houston immediately preceding the 
opening of its annual convention. H. T. 
Etheridge, Southwestern Life, El Paso, 


association vice-president, will be in 
charge. 


Cosman Elected to Head 
Montana Association 


Montana Assn. of Life Underwriters 
at its annual meeting at Missoula elec- 
ted Elbert H. Cosman, general agent 
Lincoln National Life, Billings, presi- 
dent succeeding Henry R. Zahn, dis- 
trict manager Northwestern National 
Life, Missoula. 

Other new officers are Harold E. 
Longmaid, Helena, vice-president, and 
Elton H. Robson, general agent World, 
Billings, secretary-treasurer. 

Montana General Agents & Mana- 
gers Assn., meeting in conjunction with 
M.A.L.U., elected the following offi- 
cers: President, George Wright, dis- 
trict manager Northern Life of Seattle, 
Great Falls; vice-president, Roy 
Waller, general agent Western States 
Life, Kalispell; secretary-treasurer, 
Mr. Robson. 


Exceed Heart Quota in Minn. 

MINNEAPOLIS— The 1953 heart 
fund sponsored by Minnesota Assn. of 
Life Underwriters exceeded the quota 
of $185,000. Robert L. Utne, manager of 
Penn Mutual Life at St. Paul, was fund 
chairman. Some 700 members helped in 
the campaign. 


St. Joseph—New president is Warren G. 
Pryor, New York Life. Other officers are 
Frank Ott, National L. & A., Ist vice-presi- 
dent; Wendell Brown, Equitable Society, 2nd 
vice-president, and Joseph Metz, Monumental 
Life, secretary. Charles Maier, Equitable Soc- 
iety, continues as national committeeman, and 
the new state committeeman is Harold Benitz, 
Prudential. 

Speakers were Martin Lehman, New Eng- 
land Mutual, and Harvey Ross, Business Men’s 
Assurance, both of Kansas City. 

Nashville, Tenn.—Thomas P. Henderson, Jr., 
National L.&A., was elected president; Calvin 
L. Baker, Jefferson Standard, vice-president; 
Charles G. Parkhouse, Union Central, secre- 
tary. Speaker was David B. Fluegelman, New 
York City, president of N.A.L.U. 

Wilkes-Barre, Pa.—The agents’ training pro- 
gram being conducted at Wilkes College was 
discussed by Prof. Welton Fararr. 

Port Arthur, Tex.—W. Y. Henry, manager 
Bankers Life of Iowa, was elected president of 
South Jefferson County association. 


Savannah, Ga.—John W. Stephens, Jr., is the 
new president. 





Harrisburg, Pa.—Speaker was H. Douglas 
Palmer, director of field training Mutual Bene- 
fit Life. Joseph Richter, Jr., general agent 
Connecticut Mutual Life, will instruct the 
1954 L.U.T.C. enrollment. 


La Crosse, Wis.—Norman W. Scott, Equitable 
Society, La Crosse, was elected president of 
the Western Wisconsin association, succeeding 
Gertrude A. Valier, North American L. &C. 
Ford Stickler was named vice-president and 
Clyde Potter secretary-treasurer. 


Beloit, Wis.—The Southern Wisconsin associ- 
ation elected Byron Crosse, Beloit, president, 
succeeding Kenneth Walker, Janesville; Ber- 
nard Monaghan, Janesville, vice-president; 
George Hickey, Janesville, secretary, and Eu- 
gene Loucks, Beloit, treasurer. The association 
will mark its 15th anniversary with a ladies’ 
night dinner June 18 at the Beloit Country 
Club. Quality awards will be announced. 


Grand Rapids, Mich.—Harry J. Shaffer, 2nd 
vice-president and agency manager of Lincoln 
National Life, addressed the association on 
“The Underwriter’s Job.” Earlier in the day he 
spoke before the Grand Rapids General Agents 
& Managers Assn. on “Recruiting and Financ- 
ing of Agents in the Present-Day Market.” 


Nashua, N. H.—John G. Scontsas of New 
York Life was elected president, succeeding 
Roger Deschenes, Metropolitan. Others elected 
were Arthur Boyce, John Hancock, vice-presi- 
dent, and Thomas Roy, Prudential, meretary- 
treasurer. 


Saginaw, Mich. Members of the Saginaw and 
Bay City associations who completed the ad- 
vanced section of Life Underwriters Training 
Council study course took their final exami- 
nations recently and then attended a golf 
match and dinner. Eleven Saginaw agents and 
two from Bay City took the course, geared to 
business insurance and estate analysis. 

St. Louis - A sales congress was presented 
by three of the younger and more successful 
industrial debit agents. They were Lloyd R. 
Rathburn, John Hancock; William W. Albrecht, 
ae. and Vernon L. Heinz, Metropol- 

in. 

Gary, Ind.—Six simple sales techniques 
were given the Calumet association by R. W. 
Osler, Rough Notes Co. “Never give a prospect 
a chance to say ‘no.’ Phrase questions so that 
the only a choice of two ‘yesses’. 





Don’t give a prospect too many choices, it 
many confuse him. Always use a canned 
Sales talk. Don’t be afraid to close on the first 
interview. Resort to a question when an in- 
terview hits a snag. Invite objections when 
closing as it is one of the best ways to get 
sales points across’’. 


Waterloo, Ia.—Lloyd R. MacNeil was elected 
president, Robert W. Noonan, vice-president, 
John H. Lounsberry, secretary, and Don P. 
Rapass, national committeeman. 


Winston-Salem, N. C.—John Googe has been 
elected president, S. W. Brinzendine, Jr., 1st 
vice-president, J. Brewer 2nd vice-president 
and Tom Futrell secretary. 


Asheville, N. C.—C. L. Whitley has been 
elected president, Joel E. Barnharm 1st vice- 
president, Mark Smith 2nd vice-president and 
R. H. Officer secretary. 


Port Huron, Mich.—C. B. Bauslaugh has been 
elected president of the association, succeeding 
Wilfred Schumacher. Other new officers are: 
vice-president, Louis N. Smiley; secretary, 
Darrel V. Flynn; and treasurer, William A. 
McComber. They will be installed July 1. 


Mobile, Ala.—E . A. Labry has become presi- 
dent; Charles Moore, Ist vice-president; R. S. 
Calyton, 2nd vice-president; and Howard Har- 
per, secretary. 


Washington D. C.—Louis J. Grayson, Trav- 
elers, has been elected president; C. Car- 
ney Smith, Mutual Benefit, 1st vice-president: 
J. Hicks Baldwin, New England Mutual, 2nd 
vice-president. Panel discussions on “How to 
Sell a Million a Year’ were given by Samuel 
J. Sugar, Penn Mutual; Mr. Grayson, Russell 
R. Daniels, Kansas City Life, and Leopold 


V. Freudberg, Massachusetts Mutual. A com- 
mittee from the National association will visit 
the city in June to study properties suggested 
as a site for the N.A.L.U. memorial building. 
New officers will assume their duties at the 
June 18 meeting, when David Marks, general 
agent at New York City for New England Mu- 
tual, will be speaker. 


Scranton, Pa.—The association has elected 
Eli H. Albert, general agent in northeastern 
Pennsylvania for Continental Assurance, presi- 
dent; Ramon A. Connor, district manager here 
for Prudential, vice-president; Jere: J. 
Collins, secretary-treasurer, and Mrs. Gertrude 
Collins, assistant secretary. The association will 
hold its annual inaugural dinner June 25 at 
the Elmhurst Country Club. ° 


Chicago—National quality awards will be 
presented to 348 members at a luncheon meet- 
ing June 17. Ann Liston, Northwestern Mu- 
tual, South Bend, is addressing the women’s 
division June 5, 


_ Springfield, Ill—Roe Walker, agency super- 

intendent of Northwestern Mutual, spoke on 
“Striking from Where You Are.” Mr. Walker 

* S life member of the Million Dollar Round 
‘able. 


Great Bend, Kan.—New president of the 
Central Kansas association is Michael A. 
Rasher, Great Bend. William C. Brummett, 
Great Bend, is vice-president; Josephine E. 
Poore, Hoisington, treasurer; Grant Hoener, 
Great Bend, national committeeman, and Frank 
H. Templeton, the retiring president, state 
committeeman. 


Lafayette, Ind.—New officers installed are 
Alfred J. Kaser, president; Oral Johnson, vice- 
president; Marvin Smith, secretary; George 
Wolf, state committeeman, and Robert Brady, 
national committeeman, 
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“I’ve finally found a way of calling on those 
out-of-the-way prospects!” 


tBankerslifemen Get Calls Made 


Difficult as it may sometimes be to get to some out-of-the-way pros- 
pects, Bankerslifemen arrange to make the calls . . . even though 
we must confess we don’t know of any who are actually using 


Bankerslifemen are trained from their earliest days in their 
agency offices about the importance of making calls, They are shown 
under careful supervision that it pays to make the calls. They have 
demonstrated for them that they have the promotion materials to 
set the problem—the contracts to solve the problem. They see how 
this combination of good presentation and top service leads to sales. 


The typical Bankerslifeman is the kind of a well-informed 
and effective life underwriter you like to know as a friend, fellow- 
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Gregory to Vounteer State 


Forrest Gregory, formerly field su- 
perintendent of Southland Life, has 
joined Volunteer State Life as regional 
director of agencies in Texas, Okla- 
homa, Arkansas, New Mexico and 
Louisiana. He will have headquarters 


at Dallas. 

Mr. Gregory started in the business 
in 1945 as an agent for Southland Life, 
was promoted to manager of East Tex- 
as in 1948 and became a field super- 
intendent in 1951. An air force veteran, 
he is a past president of East Texas 
Assn. of Life Underwriters. 
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EXCELLENT OPPORTUNITY 
as 
DIRECTOR OF CREDIT INSURANCE 


A well-established Life Insurance Company 
now licensed in 38 states and the District 
of Columbia, with assets of more than 25 
million dollars and capital and surplus of 
more than 8 million dollars, is now entering 
the field of Credit Insurance. 

The position of Director of this new De- 
partment is open for a man experienced in 
the administration and development of all 
types of Credit Insurance. 

The man we are seeking should not be 
over 45 years of age. He should be able to 
assume considerable responsibility based on 
broad experience in this line of work. 

Salary will be commensurate with ability. 
Liberal group insurance and retirement pro- 
gram are included. 

Please furnish full information. Your reply 
will be kept in strict confidence. Address 
replies to: 

$-88, NATIONAL UNDERWRITER 
175 W. Jackson Boulevard 
Chicago 4, Illinois 








OUTSTANDING 
CHICAGO 
OPPORTUNITY 
July 1, 1953 


A progressive, midwestern mutual 
company is seeking a qualified gen- 
eral agent to step into an estab- 
lished agency with over 12 million 
of life insurance in force. The com- 
pany has a complete line of life con- 
tracts. It is well established in the A, 
S and H field. 


This is an unlimited ay or pall 
for the right man. Replies held con- 
fidential. 
Reply to Box S-75 
The National Underwriter 
175 W. Jackson Boulevard 
Chicago 4, Illinois 








COULD YOU USE 
MORE LIFE PROSPECTS? 


40 years old Casualty Company, licensed 
in 44 states and with over 300,000 insureds 
has recently entered Life insurance field. 
Payroll deductions on many major rail- 
roads. Liberal financing plan and commis- 
sions to those who qualify. Here is the 
chance of a lifetime for men willing to 
work. Address S-38, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 


AGENCY SECRETARY 


We want an ambitious, ag- 
gressive and experienced man 
between 30 and 45 years of 
age whose ability exceeds his 
present opportunity. Must be 
capable of handling agency 
matters such as agents’ corre- 
spondence, contracts and rec- 
ords. Exceptional opportunity 
for right man. Please give age, 
experience, present connec- 
tion. Correspondence will be 
held confidential. 


CENTRAL STANDARD LIFE INS. CO. 
211 W. Wacker Drive 
Chicago 6, Ill. 








CREDIT LIFE 
EXECUTIVE 


Our progressive, sound life insurance 
company, located in the sunny South- 
east, has an opening for a man with 
proven ability and initiative. We re- 
quire an experienced executive, fa- 
miliar with Credit Life and Disability 
operations on a National scale, who 
can take complete charge of sales 
and top level administration of a 
large, established Credit Life de- 
partment. If you are under 50 and 
feel your earning potential is unlim- 
ited, we would be interested in hear- 
ing from you. Address S-83, The 
National Underwriter, 175 W. Jack- 
son Blvd., Chicago, Ill. 








Ohio - Indiana 


An opportunity exists for an aggressive 
man who is qualified to do agency super- 
visory work in the states of Ohio and Indi. 
ana for a medium size mutual legal reserve 
life company located in the mid-west. If 
you have a record of success in recruiting 
training and selling and would like an op. 
portunity for advancement, write indicat- 
ing age, marital status, business and edu- 
cational background and salary desired. 
All replies confidential. Address P-98, The 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








LIFE MAN WANTED 


Large, prominent Tulsa, Oklahoma local agency 
interested in development of Life Department. 
Trained and ambitious man can develop and 
manage this Department. Salary commensurate 
with ability. Reply giving details as to age, 
marital status, present occupation and earn- 
ings. Address $-66, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, III. 








BROKERAGE MANAGER 


6 years' experience—Accident and Health, 
group; some Life and General Casualty. Seeks 
opportunity to open A&H, Hospitalization, etc. 
General Agency in Chicago or open for other 
ood proposition. Married, College, Ambitious, 
hical. Address S-80, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, III. 














Returning Sound Dollar 


Bringing Joy to Insurers 
(CONTINUED FROM PAGE 1) 


they’d like. In fact, it’s estimated that 
they are so far along with their 1953 
lending operations that in another 
month they’ll be loaned up for the 
year. However, on what they can put 
out at the new rate a conservative esti- 
mate is that they’ll be able to earn one- 
half of 1% more than they were getting 
a year ago on new money. 

Because assets already invested bulk 
so large in comparison with currently 
investible funds, it will be a necessari- 
ly gradual matter to build up the in- 
terest rate on the entire portfolio to 
the rate currently being earned. For 
that reason the effect on policy divi- 
dends will be gradual, although there 
could well be some reflection of the 
new interest level in the 1954 dividend 
scales. 

The big attraction for life company 
investment officials in the new interest 
situation is high grade corporate bonds. 
Mortgages are still attractive if of the 
conventional variety, where rates have 
been boosted as high as 54%. FHA 
and VA mortgages, even at their new 
414% rates, are not popular. 

Actually, the current hop in in- 
terest rates is only an acceleration of 
a trend that has been taking place since 
the end of the war. It acquired enough 
steam so that the federal reserve found 
it impracticable to keep on supporting 
the government bond market and stop- 
ped pegging prices two years ago. Since 
then the rate level moved up still fast- 
er. 

The biggest jump has been since the 
Treasury brought out its 344% issue a 
couple of months ago. There has been 
some criticism of the Treasury’s in- 
terest rate and the maturity it chose 


but a more justified criticism is thy 
the Treasury permitted the issue to he 
far oversubscribed, much of the extr, 
amount being in sales to “free ridery 
who figured they could resell at leay 
one-point profit. Their anxiety to ge 
out with as much of their hides as the, 
could, once they saw they weren\ 
going to make any money, accentuaty 
the down-trend in government bonj 
prices. 

The real basis for the spectaculz 
rise in bond prices appears to be th 
continued tremendous demand for Cap. 
ital as contrasted with a shrinking 
supply of funds available for inves. 
ment. Part of the shrinkage was dy 
to the fact that for the last two year 
the federal reserve system has not been 
buying governments at par from the 
banks and life companies. The effec 
was multiplied in the case of the banks 
because when the banks could unloag 
their bonds on the federal reserve, jt 
meant they could boost their loanable 
funds by roughly five times the amount 
of the bonds. It was, in effect, printing. 
press money, and obviously had to be 
stopped somewhere along the line, 

Most of the complaints at the pres. 
ent situation are from persons who are 
in principle against inflation but fing 
that higher money rates affect their 
businesses adversely. 


SS Benefit Level As 
High As It Should Go 


(CONTINUED FROM PAGE 2) 

of a survey in East Cleveland, 0, 
where people between 55 and 95 were 
interviewed. He said above all the 
aged want to continue their activities, 
to feel that they are still playing a use- 
ful role in life even though suffering 
from serious disabilities. 

Mr. Cohen said that an increase in 








accounts. 


replies to: 





EXCELLENT OPPORTUNITY 


for 
GROUP ACCOUNTS SUPERVISOR 


One of the nation’s leading group underwriters has 
responsible position open for man experienced in 
the production and administration of large group 


The man we have in mind preferably will be age 35 
or over and will be able to assume a great deal of 
responsibility based on a broad and varied experience 
in this type of work. He will be a member of the 
Home Office Staff, and will handle large group cases 
as a representative from company headquarters. 


This position is backed by an attractive salary prop- 
osition commensurate with ability. Also included is 
a broad group insurance program and an excellent 
retirement program. All replies will be acknowledged 
and the best qualified applicants will be interviewed 
personally. Please give full information in your first 
letter, which will be held in strict confidence. Address 


BOX NO. S-51 


The National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Il. 
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the numbers of persons covered by 
the social security act so as to bring 
under it all major groups now included 
would not only reduce the public as- 
sistance costs to the government but 
would also reduce the over-all cost of 
the insurance program as a percentage 
of payroll. He said that those not now 
covered number more than 11 million. 

Mr. Cohen praised private pension 
plans as doing an important job which 
should have continued development 
and encouragement. 

John T. Scott, Penn Mutual, and 
Edward B. Burr, Institute of Life 
Insurance, were chairman and vice- 
chairman, respectively of the forum 
committee. 





Gode Named Treasurer 
By Federal Life, Ill. 


Carl A. Gode, Jr., formerly assistant 
"treasurer of Feder- 
al Life. has been 
elected treasurer 
to succeed Anth- 
ony F. Wieland, 
whose _ retirement 
was announced in 
last week’s issue. 
Mr. Gode, a 10- 
year veteran, was 
previously for 16 
years assistant 
cashier at State 
Bank & Trust Co., 
Evanston, II. 





Carl A. Gode, Jr. 





Yaegers Succeeds Strange 


W. I. Yaegers, associate general 
agent of the Ohio National home office 
agency at Cincinnati, for two years, 
has been appointed general agent and 
manager of the agency to succeed 
Thomas W. Strange, who is retiring 
after 11 years as manager to enter per- 
sonal production. Mr. Yaegers en- 
tered the business 25 years ago. Mr. 
Strange has been in life insurance 33 
years. 





Horton Heads Trust Council 


Ralph M. Horton, Mutual Benefit 
Life, Albany, is the new president of 
Life Insurance-Trust Council of East- 
ern New York. He succeeds T. Gard- 
ner Day, trust officer of Mechanics & 
Farmers Bank, Albany. 


e William Horner, Fidelity Mutual, 
Concord, was elected president of the 
Concord chapter of University of New 
Hampshire alumni. 


Union Central Establishes 
New Records Preservation 
Building at Hillsboro, O. 


In line with the policy established 
by the larger life companies of safe- 
guarding company records, Union Cen- 
tral Life has just dedicated a new 
records preservation building at Hills- 
boro, O. In this building a complete 
set of duplicate records and some orig- 
inal records will be housed so that in 
the event of war damage to its home 
office building in downtown Cincin- 
nati, service to its policyholders and 
customers will continue without inter- 
ruption. 

“We had four problems,” W. Howard 
Cox, president of Union Central, said. 
“We wanted to make sure that, if a 
bomb fell, our assets would be secure, 
our policy records would be undam- 
aged, our accounting records would be 
intact so we could continue to pay our 
policyholders and employes, and also 
collect money due the company.” 

Hillsboro is a small, typically Amer- 
ican community located 55 miles from 
Cincinnati in a primarily agricultural 
area. A new two-story brick and con- 
crete structure has just been completed 
there. Several hundred tons of records 
and supplies have been moved there 
and the company will be able to go into 
immediate operation at that location 
should the need arise. The division 
will be in constant contact with the 
home office by private teletype. Trans- 
portation facilities are such that files 
or records needed at the home office 
can be ordered by teletype one day 
and be delivered by noon of the fol- 
lowing day. Many records will be 
changed daily to maintain a current 
picture, and duplicate tabulating cards 
will be replaced on a current schedule. 

Vernon H. Seaver, formerly assist- 
ant manager of the policy issue divi- 
sion at the home office, is manager of 
this new division and supervises the 
small staff located at Hillsboro. 





Southland Managers’ Rally 


A managers conference at the South- 
land Life home office was attended by 
21 field leaders. Because of rapid com- 
pany expansion, the meeting was 
called to coordinate effort and assure 
closer home office and field under- 
standing. 

Workshop sessions were held with 
the various department heads. In 





39 years.) 





39th ANNIVERSARY CATALOGUE 


Though “Service” is the last word in our corporate name, it 
is not the last in our thoughts. 


You probably have many needs for our Service and we want 
to make it easy for you to benefit from the helps we offer. 


Do not hesitate to write regarding your requirements. For 
example: Ask for our new catalogue which will suggest ways 
in which you can profit from our service. (We can only profit 
if you profit—and that has been the basis of our business for 





charge were Kenneth B. Skinner, vice- 
president and director of agencies, and 
Roland M. Aycock, assistant vice-pres- 
ident and superintendent of ordinary 
agencies. 

Speakers included John W. Carpen- 
ter, chairman; Dan C. Williams, presi- 
dent, and Ben H. Carpenter, executive 
vice-president. 





CIO Insurance Group to 
Become Full-Fledged Union 


The CIO Insurance & Allied Work- 
ers Organizing Committee will hold a 
convention June 10-12, at Cleveland, 
at which the group will be converted 
into a full-fledged union, according to 
CIO headquarters. A constitution will 
be adopted and officers elected. 

The group claims 15,000 membership 
composed chiefly of insurance agents 
and insurance company office workers. 
They are covered by union-shop con- 
tracts, a spokesman said, except in the 
case of Metropolitan Life employes. 
With respect to the latter, there are 
three bargaining units operating in 
Metropolitan New York, New Jersey 
and Pennsylvania. 

Richard F. Leonard, who has been 
chairman of the organizing committee 
some time, will retire from the IAW 
picture. 

The IAW committee was set up after 
expulsion of United Office & Profes- 
sional Workers of America from the 
CIO on charges of Communistic con- 
trol or activities, two or three years 
ago. Since then IAW or the AFL in- 
surance agents union have taken in 
most of the former insurance mem- 
bership of UOPWA. 





Sons to Join Groenke 


A. Robert Groenke, million dollar 
producer of Mutual Benefit Life for 
many years at Cincinnati, has an- 
nounced that his sons, A. Robert, Jr., 
and Albert, will join him in his agen- 
cy. A. Robert, Jr., will handle sales 
and service and Albert will engage in 
technical and research phases. 


Holds Advanced Seminar 


Forty managers, district managers 
and top salesmen of the Jefferson 
Standard Life from four southeastern 
states attended a four-day advanced 
underwriting seminar at Macon, Ga. 

The school was opened by Agency 
Manager R. B. Taylor and was con- 
ducted by Seth C. Macon, and W. L. 
Seawell, superintendents of agencies, 
and John D. Griffiths, agency assist- 
ant. It covered programming, business 
insurance and taxation affecting life 
insurance. 


W. J. Carter in New Post 


Southern Provident Life has ap- 
pointed W. J. Carter manager at Dal- 
las. 

Dallas manager for Bankers Life 
of Iowa since 1952, Mr. Carter en- 
tered the business there in 1948 with 
Fidelity Union Life. 


Schott Chicago CLU Head 


Robert T. Schott, Phoenix Mutual, 
has been elected president of Chicago 
C.L.U. chapter. He succeeds Robert F. 
Ober, Berkshire Life. 

Other officers are John O. Todd, 
Northwestern Mutual, vice-president; 
Oliver R. Aspegren, II, Ohio National, 
treasurer, and Llewellyn G. Owens, 
Equitable Society, secretary. 


Plan Two LIAMA Schools 


L.I.A.M.A. will conduct two simul- 
taneous management schools for ordi- 
nary companies June 8-19. 

The school at Texas A. & M. in 
College Station will be headed by 
Brice F. McEuen, director of schools. 
Lewis W. S. Chapman, director of com- 
pany relations, will head the school 
at Chalfonte-Haddon Hall in Atlantic 
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Defense Department Issues 
Military Sales Directive 


(CONTINUED FROM PAGE 1) 


nies and the agents soliciting on mili- 
tary reservations be licensed by the 
state in which the installation is lo- 
cated regardless of whether or not all 
rights have been ceded by the state in 
question to the federal government. 

b. That the solicitation of commer- 
cial life insurance should be banned 
on all military installations. 

c. That the present directive and 
service regulations should be strength- 
ened and/or supplemented. 

Insofar as state licensing is con- 
cerned, after long and deliberate con- 
sideration, it was concluded that this 
course of action is not acceptable as 
it will not accomplish the basic objec- 
tive of this office, i.e., insure the max- 
imum protection for the uniformed 
personnel of the military departments 
regardless of where they may be lo- 
cated in this country or abroad. 

e e e 

If it is decided to completely ban the 
solicitation of commercial life insur- 
ance on certain military installations 
in order to fully protect military per- 
sonnel, this decision must be arrived 
at only after every reasonable effort 
has been made to accomplish this re- 
sult by less stringent means. The prin- 
ciple purpose of this memorandum is 
to strengthen and tighten up the ad- 
ministration of the method of super- 
vising solicitation of commercial life 
insurance on military installations. 

A further purpose of this memoran- 
dum is to require reports so that in 
the event such abuses occur in spite 
of the additional safeguards set forth 
in this memorandum, so as to warrant 
the complete banning of solicitation of 
commercial life insurance on certain 
military installations, there will be 
available a compilation of authentic 
factual data to support such action. 

A study of complaints received by 
this office during the past year include 
the following: 

a. Many commanding officers are 
not fully cognizant of their respon- 
sibilities in this matter. In the vast 
majority of complaints received, poli- 
cies have been misrepresented by 
agents when commanding officers or 
qualified insurance officers could have, 
upon examination of the policy, in- 
formed the servicemen of the true facts 
of the case. 

e 

b. A large per cent of all complaints 
received concerned policies which are 
known in the insurance professicn as 
“coupon policies.” While there are, no 
doubt, some acceptable policies of this 
type sold, some of the coupon policies 
sold on military installations over 
which exclusive jurisdiction has heen 
céded to the United States could not 
have been sold in many states as they 
do not comply with the insurance laws 
thereof. 

c. Many complaints registered con- 
cerned policies which would not con- 
form to the minimums established by 
the standard -valuation and nonfor- 
feiture laws, commonly called the 
“Guertin laws”, which have been 
adopted by the majority of the states. 

d. Numerous accusations concern- 
ing misrepresentation by the agent 
have been made by individuals who 
purchased what amounts to an annuity 
with what is commonly referred to as 
“an added life insurance clause” which 
does not become effective until after 
a stated number of years. 

e. A large per cent of complaints 
received have been from individuals 


who purchased their policies during 
basic training. In some cases these in- 
dividuals have not been fully briefed 
regarding government benefits. 

f. Policies have been sold on mili- 
tary reservations where the principal 
death benefit was not equal to the face 
value of the prlicy and the conditions 
under which the death benefit would 
be less were buried in the printed mat- 
ter to the extent that the average in- 
dividual was easily misled into be- 
lieving that the death benefit was 
equal to the face value. 

g. Trouble has been encountered re- 
garding certain dividend illustrations 
represented as dividend guarantees 
rather than estimates. 

h. In many cases individuals have 
applied for policies when they had no 
tangible evidence of the type of policy 
applied for, the amount of insurance 
and the amount of the premium. 

i. Service personnel on active duty 
have directly or indirectly represented 
commercial life insurance companies. 

j. The names of certain life insur- 
ance companies are very similar to 
the National Service Life insurance of 
the Veterans Administration and in- 
dividuals have believed these insur- 
ance companies to be government 
sponsored or approved. 

Paragraph IIa of the 1951 directive 
will apply to all four military services 
for the reasons as set forth above and 
is hereby corrected to read as follows: 

“Commanders of military installa- 
tions over which exclusive jurisdic- 
tion has been ceded to the United 
States will permit solicitation of com- 
mercial life insurance on their instal- 
lations if both the company and its 
agents are licensed in any state or the 
District of Columbia. In those cases 
where the state has retained exclusive 
or concurrent jurisdiction over the in- 
stallation, the company and the agents 
must qualify under the laws of that 
state prior to soliciting business on 
the installation.” 

The minimum requirements for life 
insurance policies offered by insur- 
ance companies and their agents solic- 
iting military service personnel on all 
military installations will be as fol- 
lows: 

e 


a. Commanding officers of all in- 
Stallations will require that life in- 
surance policies offered to military 
service personnel on installations have 
reserves at least equal to those pro- 
duced by the commissioners reserve 
valuation method as defined in the 
standard valuation law when calcu- 
lated according to the commissioners 
1941 standard ordinary mortality table 
with interest at a rate not in excess 
of 34% per annum. Such policies 
must provide cash and nonforfeiture 
values at least equal to the minimum 
values required by the standard non- 
forfeiture law as approved by National 
Assn. of Insurance Commissioners at 
its December, 1942 meeting, and, fur- 
ther, must comply with the interpreta- 
tions of the ‘working committee on 
standard nonforfeiture and valuation 
laws to life insurance committee 
N.A.I.C.’, commonly known as _ the 
Hooker Committee. 

b. The existence of exclusion or 
restrictive clauses or provisions of the 
following will be plainly indicated on 
the face of the policy: War clauses; 
geographic limitations; aviation ex- 
clusion provisions. This may be ac- 
complished by the means of a rubber 
stamp. 

c. All companies selling participat- 
ing policies must clearly indicate on 
all literature referring to dividends 
that the dividends are estimates and 


not guaranteed. 

d. Life insurance agents must leave 
with the applicant and the unit insur- 
ance officer information regarding the 
policy applied for, indicating: 1. Name 
and address of company; 2. Name and 
address of agent; 3. Type of policy; 
4. Amount of life insurance; 5. Premi- 
um; 6. Death benefit, guaranteed cash 
value, extended insurance, pure en- 
dowment (if any) at the end of the 
first to fifth years inclusive and the 
10th, 15th and 20th years; 7. List of 
all exclusion provisions which might 
be incorporated in the policy such as 
war, aviation etc. 

Minimum requirements for com- 
manding officers: 

a. Commanding officers will be made 
cognizant of their responsibilities in 
connection with the solicitation of com- 
mercial life insurance on military in- 
stallations and will actively supervise 
the activities of their insurance of- 
ficers. 

b. Memorandum this office to the 
Secretary of the Army dated Feb. 9, 
1952, subject: “Solicitation of Com- 
mercial Life Insurance on Military In- 
stallations”, is hereby rescinded. In 
the future the solicitation of commer- 
cial life insurance from individuals 
undergoing basic training will be pro- 
hibited during the entire period of 
basic training. 

c. No member of the armed forces 
on active duty will represent any com- 
mercial insurance company or person 
for the solicitation or sale of insur- 
ance on any installation with or with- 
out compensation. 

d. Commanding officers will require 
all companies authorized to offer life 
insurance to military personnel on 
their reservations to submit a notarized 
letter signed by the president or vice- 
president of said company listing all 
policies together with their form num- 
bers and a statement that only the pol- 
icies listed are to be offered on such 
military installations and that such 
policies comply with this memoran- 
dum. It is believed requiring such 
letters to be notarized will help insure 
against forgery. 

e a 

It is desired that this office be fur- 
nished a consolidated report every sec- 
ond month setting forth in sufficient 
detail any abuses concerning life in- 
surance that came to the attention of 
the commanding officers of the instal- 
lations of the several services during 
the two previous calendar months. The 
first report covering the months of 
July and August will be forwarded so 
as to reach this office not later than 
the 25th of September. Subsegent re- 
ports, each covering a two-month peri- 
od, will be forwarded on a similar 
schedule. Negative reports are not re- 
quired but care should be exercised to 
insure that all abuses are reported. If 
adequate protection for service person- 
nel is not obtained by this course of 
action the Department of Defense will 
be forced to further consider the ban- 
ning of the solicitation of commercial 
life insurance on all military installa- 
tions. The reports from the field will 
be used as documentary evidence to 
justify this action if it is determined 
to be necessary. 

The 1951 directive and this memo- 
randum will apply to the continental 
United States, its territories and mili- 
tary bases overseas. 

The military departments should ad- 
vise commanders to take full advantage 
of the expert knowledge and experi- 
ence of the local state insurance com- 
missioners. Similarly, guidance should 
be sought from reliable insurance ex- 
perts in their vicinity, as well as local 


N. Y. State Plan Violates 
NALU Code—Cummings 


(CONTINUED FROM PAGE 1) 


land in August. If it is their opinion 
that memberships such as those pro- 
posed by the New York state group are 
in the best interests of N.A.L.U., he 
said there is ample time for the com. 
mittee on by-laws to write an amend- 
ment to be submitted at Cleveland 
which, if and when adopted, would put 
the seal of approval on the New York 
plan. 

Mr. Cummings pointed out that the 
by-laws change approved in 1934 was 
constructed so as to bring within the 
constitutional plan those state organi- 
zations already in existence when the 
new organization plan was adopted. 
He said he recognized that the New 
York state group originally was formed 
primarily to handle legislative mat- 
ters. 

A similar protest to the New York 
plan was made by the Chicago associa- 
tion in a letter from President B. 
Groves, Travelers, to David B. Flue. 
gelman, N.A.L.U. president. This was 
reported in last week’s issue. 





National Assn. Demands 


Examination by Trustees 
(CONTINUED FROM PAGE 1) 


York domiciled companies,” President 
David B. Fluegelman of N.A.L.U. had 
called a special meeting of the execu- 
tive committee “to study and give 
careful consideration to the possible 
implications of the New York State 
association’s action.” 

The release pointed out that the 
meeting was considered of sufficient 
importance so that every member, no 
matter from how far distant, was on 
hand. The committee includes, besides 
President Fluegelman, Immediate Past 
President Charles E. Cleeton, Occi- 
dental of California, Los Angeles; Vice- 
president John D. Marsh, Lincoln Na- 
tional, Washington, D. C.; Secretary 
Robert C. Gilmore, Jr., Mutual Bene- 
fit Life, Bridgeport, Conn.; Treasurer 
Osborne Bethea, Prudential, Newark, 
and Managing Director B. N. Woodson. 

* 


The executive committee received a 
delegation of representatives of the 
New York State association comprising 
President Chase of the New York State 
association; Edward R. Gettings, 
Northwestern Mutual, national com- 
mitteeman of the Albany association, 
and Spencer L. McCarty, Provident 
Mutual, Albany, executive secretary 
New York State association, that its 
considerations would be based on a 
comprehensive understanding of the 
committee discussions and delegate de- 
liberations at the recent annual meet- 
ing of the New York State association 
that led up to the implementation of 
the decision to admit New York do- 
miciled companies. 





e Peter McGoldrick, district agent at 
Whittier, Cal. for Prudential, last 
month celebrated his 25th year with 
the company. 








business bureaus. It is the opinion of 
this office that such advice should be 
sought from a local level rather than 
a departmental or national level. 

It is desired that service regulations 
and/or circulars implementing the De- 
partment of Defense directive and this 
memorandum be forwarded so as to 
reach this office not later than 60 days 
from the date of this memorandum 
May 27. 
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Aptitude Tests Can Bring Agent Out of 
Slump as Well as Help Select New Men 


! 

NEW YORK—Aptitude tests are val- 
uable not only in selecting recruits for 
selling life insurance but also for 
pringing established agents out of a 
slump, Jack Klein, president of the 
Klein Institute for Aptitude Testing, 
New York City, told the New York 
City Life Underwriters Assn. 

Mr. Klein told of an agent of long 
experience in a small western city who 
was not doing very well. He was test- 
ed by the Klein Institute and after his 
manager got the results he sat down 
and discussed them with the agent. The 
outcome was that in the next 90 days 
the agent produced $150,000 of new 
business, which was a tremendous im- 
provement over his previous pace. 

The trouble with this agent was that 
he talked too fast and overlooked de- 
tails. This meant that he had to go 
pack and do things over again that he 
should have done in the first place. 
He also had a tendency to put off dif- 
ficult parts of his job and just do the 
easy ones. He had been too independ- 
ent-minded, so that he was unable to 
see the prospect’s veiwpoint. However, 
he took the analysis to heart, with 
excellent results. 

e e e 

Mr. Klein told of another agent who 
operated in the midwest for a small 
company. He was doing so poorly that 
he felt he was about through in the 
life insurance business. He felt the 
business was not for him and unfortu- 
nately his company had come around 
to the same view. Yet after facing his 
situation through the help of psycho- 
logical tests he rose to fifth place in 
the entire sales force in only three 
months. 

The tests showed that he overrated 
himself and thought that he was a 
better man than the life insurance bus- 
iness needed. He wouldn’t accept ad- 
vice. For a lot of his problems he 
could have had the answers right 
from his home office but he would 
rather spend his own time and energy 
improvising his own less effective ans- 
wers. When he couldn’t produce the 
volume of life insurance he thought 
he should, he felt that the fault was 
with the business or with his com- 
pany, perhaps even with himself. Yet 
actually he was a “natural” for life 
insurance selling. 

With the test results before them, 
he and the manager talked over his 
situation. One of this agent’s faults was 
that he was always so sure he was 
right that he never knew when to 
retreat from a bad position he had got 
himself into. He finally faced the fact 
that there are situations in which an 
agent should back away instead of in- 
sisting on bulling ahead. 

@ e e@ 

Mr. Klein said that sometimes even 
the best men must be sold on what is 
the best plan for them to follow. Often 
they do not see it for themselves. 

In the question period someone 
asked what it takes to be a good agent. 
As for background, Mr. Klein said, it 
had been found that a man could be 
a good agent no matter what kind of 
work he had previously done or how 
many jobs he had held or whether 
he had succeeded or failed at them. 
The big factor is wanting to serve 
other people. Life insurance is the 
place for such people he said. They 
don’t start out with the idea of making 
a lot of money, although of course 
they hope money will come along, but 
they are eager to serve. Of all the 
fields of selling, Mr. Klein said that 


very few offer anything like the op- 
portunity to serve that characterizes 
the life insurance business. In fact, 
life insurance is different from any 
other industry on earth in this respect 
and so are the people in it. He said 
he was glad to notice that the compa- 
nies are now beginning to advertise 
the human aspect of life insurance 
service rather than just to play up 
the fear element. He said that today 
the real service of the life insurance 
industry is the keynote of the sales ap- 
peal. 
e e & 

No matter what a prospective agent 
has been or done, service and a feeling 
for his fellow-man is all-important, 
he said. It is the one outstanding dif- 
ference and the reason why many peo- 
ple should be attracted to the business 
and who would be in it if they knew 
what the people in it know. 

Also vitally important is attitude, 
said Mr. Klein. This is hard to define 
but it embraces receptivity, that is, 
the agent’s mind should be open to 
ideas from the home office, from his 
“customers” and others. He said the 
customers can teach the agent more 
than anyone else can about his job. 
Then there is the emotional state of 
mind that says that life insurance is 
an opportunity and not a come-down 
from some previous status. Finally, 
there is the feeling that selling is 
a 24-hour job and that what one does 
in his non-selling hours gives him the 
resolution to close the deals when he 
is selling. 

Mr. Klein said life agents are the 
best trained in the world, with the 
possible exception of office appliance 
salesmen. The agent who will accept 
and follow this training will benefit 
himself greatly. 

oe e e 

“Either you accept training or you 
defy training, emotionally,” he said. 
“You can accept it in your brain and 
your heart says no. You can accept it 
in the classroom and then go out and 
say, ‘This is different.’ But isn’t differ- 
ent.” 

A questioner wanted to know wheth- 
er a new agent should be given apti- 
tude tests at once or after he had been 
working for a while. Mr. Klein said 
testing should be at the start, since 
the Klein system is to advise definite- 
ly whether a man should be hired or 
not. Several things about him can be 
determined in advance in this way: 
Is he fitted for life insurance as a ca- 
reer, to stay in it and grow? How will 
he work and with what type of people 
will he be the most effective? What 
can his manager do at once to get him 
off on the right foot? But even if a 
man isn’t tested at first, he can be 
helped by testing, said Mr. Klein, for 
it will show him his strengths and 
weaknesses. 

Answering another question, Mr. 
Klein agreed that tests won’t show up 
how hard a man will work but the 
interview can pretty well determine 
this by measuring his interest in his 
work, his health and stamina, and the 
man’s family situation. A Klein adage 
is, “You don’t hire a man, you hire a 
family.” 

Answering a question from Harold 
Loewenheim, Home Life of New York, 
who presided as educational vice- 
president of the association, Mr. Klein 
said that a man’s former success pat- 
tern is no good for predicting his suc- 
cess in selling life insurance. He ad- 
mitted this sounded heretical. He said 


it was also heretical, but true, that a 
history of job-changing, even getting 
fired, needn’t mean that a man is fore- 
doomed to failure. Many men have 
changed jobs again and again because 
they never found their niches. 


Study Shows Cost 
of Administering 


VA Insurance 


WASHINGTON—Veterans Adminis- 
tration’s cost of administering veter- 
ans insurance program is $6.47 per 
policy, according to a report prepared 
by VA assistant administrator for in- 
surance, C. G. Beck, and released by 
House veterans affairs committee. 
However, costs to government other 
than VA bring total to $9.13 per policy. 
By contrast, the report gives figures 
taken from annual statements of four 
companies for 1951 filed with D. C. 
Superintendent Jordan which purport 
to show average expense per policy 
ranging from $12.74 to $14.22. 

VA spokesmen said VA operations 
are not comparable with private in- 
surance companies. 

The report contains a letter from 
Comptroller General Warren approv- 
ing VA itemized insurance manage- 
ment improvements but saying rate of 
improvement “should be considerably 
accelerated.” 

Automatic renewal of veterans term 
insurance is suggested in the report, 
but Warren says VA is considering “re- 
vised renewal procedure which could 
produce administrative savings com- 
parable to a large degree to those pro- 
vided by automatic renewal.” 

The report is based on a question- 
naire sent out in April, 1952, by Rep- 
resentatives Adair and Prouty, chair- 
men House subcommittees on VA ad- 
ministration and finance and on in- 
surance. It called for detailed data re- 
lating to National Service Life, Serv- 
icemen’s Indemnity, U. S. Government 
Life, and VA field stations operations. 

The report includes a letter sent to 
100 companies asking for suggestions, 
many of which are included. 


B.M.A. All-Stars 
To Hold 44th Meet 


The 44th and largest all-star conven- 
tion of Business Men’s Assurance, to be 
held June 7, will bring nearly 500 com- 
pany salesmen and their wives to Kan- 
sas City. 

There will be half-day business ses- 
sions Monday, Tuesday and Wednes- 








day. H. G. Horn, top producer and 
manager at Portland, Ore., leading 
branch, will speak at the Monday 
luncheon of the Advertising & Sales 
Executives Club on “Love Thy Neigh- 
bor”. 

Tuesday morning there will be a 
symposium of sales ideas presented by 
the Honor club officers, and Travis 
Wallace, president of Great American 
Reserve, will speak on “Shoot the 
Moon”. At the Wednesday morning 
session, “A Million Ideas from the 
Millionaires,” five million dollar pro- 
ducers will present sales methods. “The 
Power of Example” will be discusssed 
by J. C. Higdon, B.M.A. president. 

J. W. Sayler, vice-president in 
charge of sales, is business session 
chairman. Following presentation of 
awards at the all-star banquet Wednes- 
day evening, J. P. Baldwin, west coast 
vice-president, will speak on “Let’s 
Go Home and Go to Work”. 

A session Saturday, June 6, for the 
company’s 65 managers and supervi- 
sors will precede the convention. Fred- 
eric M. Peirce, associate director of 
company relations of L.I.A.M.A., will 
speak to this group. 





Solons Congratulate Aetna 


HARTFORD—A resolution congrat- 
ulating Aetna Life on its 100th an- 
niversary was passed unanimously by 
both houses of the Connecticut legis- 
lature. ; 

It noted the “significant contribu- 
tion” the company has made to the 
economic and social development of 
Connecticut and the United States. The 
resolution paid special tribute to Aet- 
na’s third president, Morgan G. Bulk- 
eley, who was a U. S. senator and Con- 
necticut governor, and to Morgan B. 
Brainard, in whose 30 years as presi- 
dent Aetna “has experienced remark- 
able growth, helping to maintain for 
the state of Connecticut a place of 
eminence in the insurance industry.” 





Chicago Managers to Golf 


Life Agency Managers of Chicago 
will hold their annual golf party at 
Elmhurst Country Club, June 9. 

The slate of officers carried in the 
May 22 issue, headed by Elmer Grand- 
son, Union Central, was elected. 





e Los Angeles Life Managers will hold 
their “fun and frolic’ meeting June 26 
at Bel-Air Country Club. 





William Flint, public relations direc- 
tor of the Michigan department, will 
visit New York to study that state’s 
methods of handling complaints to the 
department. He also is planning visits 
to several New York companies re- 
garding complaints lodged with the 
Michigan department. 








Equitable Society Names 3 Veeps and Ups 3 


NEW YORK—Equitable Society has advanced William J. November, Ray M. 
Peterson and J. Henry Smith from 2nd vice-president and associate actuary 
to vice-president and associate actuary. Meredith C. Laffey, vice-president, 





William J. November Ray M. Peterson 





J. Henry Smith Meredith C. Laffey 


becomes treasurer as well, succeeding John L. Montgomery, who has retired. 
John M. Hines, head of group annuity division, and Harold A. Spiller, formerly 
manager of cashier’s department and since 1946 assistant treasurer, become 2nd 
vice-presidents. Mr. Spiller will have charge of the cashier’s division, which 
will now operate as a department separate from the treasurer’s department. 
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Late News Bulletins... 


(CONTINUED FEOM PAGE 1) 
convenience to that of N.A.L.U. and would be glad to stay through the annual 
convention at Cleveland in August if needed but would be happy to be re- 
leased sooner if convenient to N.A.L.U. At its meeting here this week, the 
executive committee found that it would be feasible to set an earlier date. 
It named June 30 as the effective date of Mr. Woodson’s resignation and ac- 
cepted it with appreciation for his services and also for his willingness to fit 
the date of his departure to the association’s convenience. President David B. 
Fluegelman reported that the search for a new managing director is being 
pushed and a progress report will be issued soon. 


Josephs on N.Y. City Planning Board 

NEW YORK—President D. C. Josephs of New York Life has been appointed 
by Governor Dewey of New York as chairman of a nine-man temporary state 
commission to study the organizational structure of New York City. One of the 
main matters it will be considering is whether New York should not adopt 
the city manager form of government. Five of the commission members are 
appointed by the governor and four by the legislature. 


a s 29s 
Northwestern Mutual's Tax Liability Cut 
MADISON—Governor Kohler has signed the bill that will cut Northwestern 
Mutual’s tax liability to a level comparable with that of its principal competi- 
tors. It provides that after the next two years the company will pay premium 
taxes only at the rate, now 2%, imposted on out of state companies doing busi- 
ness in Wisconsin. The present basis resulted in taxing the company the equiva- 
lent of 3.3% of premiums. Next year the “transition rate” will be 150% of the 
rate on out of state companies and the following year 125%. 


Security Benefit Has Top Officer Changes 

James M. Kirkpatrick, president of Security Benefit Life of Kansas since 
1916, has been elected chairman. Ralph G. Lewis, a veteran of 42 years with 
the company, and vice-president since 1945, was elected president. 

J. H. Abrahams, secretary-treasurer since 1940, except for naval service dur- 
ing the war, was named executive vice-president. D. F. Joslin was designated a 
senior vice-president. 

Herbert F. Laing, investment supervisor since 1940, was elected treasurer, and 
D. L. Smith, actuary since 1943, was named secretary and actuary. Donald E. 
James, chief accountant, was appointed to the newly created office of comp- 
troller. 


Powell Now Progressive Life Actuary 

John E. Powell, former actuary of the Illinois department, has joined Pro- 
gressive Life of Red Bank, N. J., as actuary. He succeeds Frank Dodge, who has 
gone with the New Jersey Blue Cross. 


Agents Union to Hear Ruether at First Rally 

Insurance & Allied Workers Organizing Committee announced CIO President 
Walter Ruether will address its first constitutional conventional at Cleveland 
June 10. 

This will “signify end of a bitter 3-year struggle” to build a union replacing 
the defunct United Office & Professional Workers of America, expelled from 
the CIO, the committee said. 

In the last three years, IAWOC has organized 15,000 insurance agents and 
clerks, most of whom are employed by John Hancock and Metropolitan. 


Brundage Elevated to Bankers Nat'l Post 

Bankers National Life has appointed John D. Brundage as assistant to the 
president, effective July 1. He was formerly with Bankers National, having 
joined it as sales service manager in 1945 on leaving the navy.A year later he 
joined Mutual Benefit Life becoming assistant superintendent of agencies in 
1947, regional superintendent in 1949, director of agencies in 1950 and general 


agent in New York City in 1952. 

















PERSONALS 








John L. Briggs, vice-president of 
Southland Life, has been elected presi- 
dent of Dallas Advertising League. 

Walter W. Head, chairman of Gen- 
eral American Life, has been elected 
an honorary member of St. Louis 
Chamber of Commerce. Such mem- 
berships are restricted to individuals 
who are of national and international 
note. 

Clarence E. Woodroof, vice-presi- 
dent and assistant treasurer of Union 
Life of Virginia, has been elected pres- 
ident of Richmond Society of Financial 
Analysts. 

Jack Laffer, agency supervisor for 
Northwestern Mutual at Wichita, has 
been elected president of the Com- 
munity Arts Council. 

John Weaver, new executive vice- 
president of United States Life, was 
introduced to New York and New 
Jersey agency managers at a dinner 
at New York City. 


BAYFORD A. KILLSON, 69, gener- 
al agent for Continental Assurance at 
Houston since 1922, was found dead in 
bed in a Los Angeles hotel where he 
had been vacationing with Mrs. Kill- 
son. He and Mrs. Killson were sched- 
uled to depart for Honolulu that day. 

AUSTIN W. STULTZ, 76, executive 
representative for Lincoln National 
Life at Fort Wayne, Ind., for 16 years 
until 1945, died at his home there. Be- 
fore being named to that position, Mr. 
Stultz was assistant manager of the 
company’s mortgage loan department. 
Since 1945 he had operated a public re- 
lations consulting firm, with Lincoln 
National as one of his clients. 

ELMER E. HENRY, 61, western Kan- 
sas district manager for Victory Life, 
with headquarters at Dodge City, was 
found dead of a bullet wound believed 
to have been self-inflicted. A son, 
Charles, was associated with him in 
the Victory agency. 


A.L.C., L.A. Name _ Retired Employes’ — 


3 Joint Committees 
to Study Section 213 


NEW YORK—Three joint commit- 
tees have been named by American 
Life Convention and Life Insurance 
Assn. of America to continue work 
on the New York expense limitation 
statute, section 213. The committee to 
work on 213A, covering industrial in- 
surance, has as chairman Malvin E. 
Davis, vice-president and chief actu- 
ary Metropolitan Life, other members 
being W. C. Brown, vice-president and 
actuary of Colonial Life; Pearce Shep- 
herd, vice-president and associate ac- 
tuary of Prudential, and Robert E. 
Slater. vice-president and controller of 
John Hancock.The committee on revi- 
sion of 213 has as its chairman W. J. 
Cameron, chairman of Home Life, and 
as vice-chairman Frederick D. Russell, 
president of Security Mutual of Bing- 
hamton, other members being R. L. 
Bergstresser, actuary U.S. Life; R. C. 
Guest, vice-president Massachusetts 
Mutual; J. E. Hoskins, actuary Travel- 
ers; Roger Hull executive vice-presi- 
dent Mutual Life; D. J. Lyons, 2nd 
vice-president Guardian Life; E. J. 
Moorhead, associate actuary New Eng- 
land Mutual, and W. J. November, 
vice-president and associate actuary 
Equitable Society. 

The long-range study committee ap- 
pointed “to pursue an investigation of 
the possibilities of revising the New 
York expense limitation law into a 
simple, reasonable and workable sta- 
tute” has Valentine Howell, executive 
vice-president and actuary of Pruden- 
tial, as chairman, others being J. H. 
Braddock, actuary New York Life; H. 
L. Feay, actuary Manhattan Life; 
Daton Gilbert, actuary Connecticut 
Mutual; C. G. Groeschell, assistant ac- 
tuary Northwestern Mutual; Messrs. 
Lyons. Moorhead and November, C. F. 
B. Richardson, associate actuary Mu- 
tual Life, and C. E. West, associate 
actuary Provident Mutual. 


RECORDS 


New business paid-for in Bankers Life of 
Iowa for April totaled $17,150,220. Ordinary 
accounted for $12,423,763 and group $4,726,457. 
Volume for the first four months totaled $63,- 
111,753. Life insurnce in force reached the new 
high of $1,837,939,761. 


Boston Mutual Life’s new life insurance sales 
for the first four months were at an all-time 
high of $16,797,236, an increase of 12% over 
the corresponding 1952 period. Ordinary gains 
continued to exceed those of the industrial 
branch. Combined ordinary and industrial in- 
surance in force now exceeds $233 million. 
Assets now exceed $45 million. 


Franklin Life’s new paid business in April 
(excluding annuities) totalled $36,175,309, a 
45.4% increase over last year. Sales for the 
first four months are 45.2% ahead of last 
year’s. ‘Man of the Month” was Robert W. 
Decker, Tuscaloosa, Ala., and Edward Mass, 
Coral Gables, Fla., led in sales. J V. Whaley, 
vice-president and director of agencies, will 
be honored by a sales campaign in June, his 
birthday month. 


Ordinary sales of savings bank life insur- 
ance in New York during April were the 
highest since March, 1949, amounting to $2,- 
193,500. Savings bank life insurance in force 
in New York at the end of April totaled 
$223,965,355. Ordinary sales during the 12 
months ending April 30 were up to 2.9% over 
the previous 12 months. 

















Dallas Managers Elect 


Gordon Durden, general agent for 
Pan American Life, has been elected 
president of Life Insurance Managers 
club of Dallas, to succeed E. E. Dale, 
manager for Guardian Life. Norman 
Vanderwoude, Equitable Society, was 
elected vice-president, and Robert 
Farmer, Great National Life, secre- 
tary-treasurer. 


Group Conversion 
Rights Clarified 


NEW YORK—Because of complaint; 
that some employers who were cutting 
down group life coverage on employe 
upon retirement were not permitting 
them to convert the difference, Deputy 
Superintendent Harris of New York 
has written group insurers licensed ip 
New York clearing up the conversion 
rights of retiring employes. The law 
gives an employe the right to convert 
to an individual policy, no matter what 
the reason for terminating employ. 
ment. So if employment terminates, 
for group insurance purposes, at re. 
tirement, he is entitled to convert the 
full amount. On the other hand, if the 
employer wants to continue the retired 
person as an employe for group insur. 
ance purposes, as the law permits him 
to, the employe is still entitled to con- 
vert the full amount or any part of it 
when he retires. 


For example, if group insurance is 
cut in half on retirement, he can con- 
vert the half that he has lost under 
the group plan. He can also convert 
the remaining group insurance any 
time after retirement should the plan 
be terminated or if he should want to 
for any other reason. Thus, he is as- 
sured of the right to as much protec- 
tion as he had just prior to retirement, 
provided he wants to use the conver- 
sion right. However, there is no legal 
compulsion to permit him to increase 
the total of group and of individual 
coverage obtained through conversion. 
Insurers are understood to have no ob- 
jection to the department’s interpreta- 
tion, the complaints having originated 
from attempts of employers to save 
money on group conversion charges. 








Report Walsh to Join 


Credit Insurance Assn. 


William J. Walsh, formerly attorney 
for American Life Convention, it is 
reported, is to be 
named to a top 
legal and executive 
post with Consum- 
er Credit  Insur- 
ance Assn. at that 
organization’s 
June 5 meeting. 

Mr. Walsh began 
in insurance with 
Continental Cas- 
ualty while at- 
tending law school 
and was in, the un- 
derwriting depart- 
ment one year, until he entered mili- 
tary service with the army. In 1946 he 
became a member of the legal staff of 
A.L.C., subsequently becoming assist- 
ant attorney and attorney. 

He was legal counsel for Society of 
Actuaries when that organization was 
born of the merger in 1950 of Actuarial 
Society of America and American In- 
stitute of Actuaries. A member of IIli- 
nois and Chicago bars, Mr. Walsh was 
a member of the insurance law com- 
mittee of the former for three years. 





William J. Walsh 





e Retail Credit Co. has established 
a branch office in Camden, N. J., wit 
M. D. Lewis as manager. Mr. Lewis 
has been with the company 31 years 
and has been manager at Trenton and 
assistant manager at Philadelphia. The 
Camden office is the sixth to be opened 
in New Jersey by Retail Credit Co. 
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celebrating 


25 Years of service! 


with life insurance in force exceeding 


$455,000,000.00 


PLUS: One of the most advanced 
agent’s training programs in the 
nation... Supervised offices.. 
Trained Group men to assist 

agents .. An alert Underwriting 
and home office staff . . Top com- 
missions . . Company outings . . 
App-A-Week clubs and agent 
oset® contests . . . the finest insur- 
ance plans. 


REPUBLIC NATIONAL 


LIFE INSURANCE COMPANY 










Theo. R. Beasley, President Home Office, Dallas 
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The man with the 
Guarantee a 


has a new President 


2 STAR CONTRACT 


Ralph E. Kiplinger, President, announces a 
modern plan of rewarding field underwriters. 





* LIBERAL FIRST YEAR COMMISSION SCHEDULE. 
% ATTRACTIVE RENEWAL AND SERVICE FEES. 


Plus 3 New Stars 
%* PRODUCTION — An added award based upon a 


progressive step-up plan. 


% PERSISTENCY — The business that stays pays in addi- 


tion to renewal commissions. 


%& LENGTH OF SERVICE — Yes, each year it pays more 


to stay with the Guarantee. 


Now the man with the Guarantee receives extra 
rewards for extra efforts in bis new 3 Star Contract. 
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Purely Mutual Operation Trained General Agents 
Over Half Century Service — Trained Life Underwriters 
Generous Compensation 


Highest Possible Rating 
Very Low Net Cost 
Growth... 50% in 6 years 
$365,000,000. Insurance 
$123,000,000. Assets 
$ 10,500,000. Surplus 


Modern underwriting. 
Right size to serve 
Right size to be friendly 
Ideal midwestern location 


Life Underwriters and General Agency minded men Both 
like “ONE OF THE BEST’ FOR A BETTER FUTURE. 


CENTRAL LIFE ASSURANCE COMPANY $& DES MOIN: 


Liberal pewsions ° 








i 


Peel? Yes- 


but head, heart, 
and hands , too! 


Each of us in the life 
insurance business has 

a continuing responsibil- 
ity: to render pro- 
fessional services to the 
millions of free Ameri- 
cars who stand to benefit 
by our counsel. Let us 
not neglect our re- 
sponsibilities—and our 
opportunities. 


The successful agent uses his head a lot more than he does 

his feet. But, besides having a good head on his shoulders, 

he must have a deep understanding of human hopes and fears, 
and a helping hand that’s always ready. 


These qualities are characteristic of America’s career life 
underwriters. And their achievements prove how ably they are 
using their heads, hearts, and hands in serving the American public. 


Conscientious service, human understanding, and the 
ever-willingness to do one’s share, engenders good will and 
confidence. The result is increased sales and greater security 
for both the agent and those he serves. 


We all have reason to be proud of the many and varied 
contributions that the agents of this country are making toward 
a happier and more secure future for all Americans. 


PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY OF PHILADELPHIA, PA. 





